Reg. 


SF 
" es 
DN OF UNIT 
Single Copies 25 Cents 


nee = lal New York and Chicago, Thursday, October 8, 1931 Fo oheve Voor 


Number XV 





; 





R HOWARD 
e BLAND who was 


reelected president of the 
International Association 
of Casualty and Surety 
Underwriters at that organ- 
ization’s annual White Sul- 
phur Springs meeting last 
week is president of the 
United States Fidelity and 
Guaranty Company. He is 
a native of Baltimore, and 
by profession a lawyer. He 
practised law in Baltimore 
from 1905 to 1915, and on 
the first of January, 1916, 
became vice president and 
secretary of the company of | 

which he is now the head. i Means ea 
Seven vears later he suc- 

ceeded his father, the late A complete report. of 
John R. Bland, to the presi- both the forum and the bus- 
dency of the United States iness sessions of the joint 
Fidelity and Guaranty casualty meetings will be 
Company. found in this issue. 
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This Week: 


@ “Hold on to your policies” was the ad- 
vice of Calvin Coolidge to the American 
public when he inaugurated the New York 
Life Insurance Company’s series of radio 
broadcasts Tuesday evening. His address 
is contained in full in this issue. 


a” * * 


@ Gerhard Hirschfeld, whose contributions 
to the unemployment insurance forum have 
keenly interested our readers, contributes 
a clear picture of the functioning of present 
European systems. 


” * . 


@ R. Howard Bland, president of the 
United States Fidelity and Guaranty Com- 
pany, heads the International Association 
of Casualty and Surety Underwriters, and 
T. E. Braniff, widely known Oklahoma 
agent, is president of the National Associa- 
tion of Casualty and Surety Agents. The 
final reports of both sessions are in this 
issue. 





* * * 


@ A telegraphic report on the activities of 
the Insurance Advertising Conference 
which met in Toronto this week, and early 
reports on the American Life Convention 
which is in session in Pittsburgh. 


- . * 


Next Week: 


@ Recent tendencies in the insurance field 
as developed during the recent convention 
season will be discussed at length in next 
week’s issue of THe SPECTATOR. 


- * * 


@ Final Reports on the 1931 fall conven- 
tion season will be made with special em- 
phasis on the meetings of the Insurance 
Advertising Conference and the American 
Life Convention. 


= = = 
GA _ selection from the numerous con- 
tributions to the unemployment insurance 


forum will advance the discussion of this 
important problem. 


* * * 





The Danger of Cooperation 


OOPERATION as a cure-all has intruded itself without 

exception into the deliberations of every convention which 
has met thus far this year. It seems to be a modern American 
conception that problems of every nature can be overcome 
through organization and a working together with a common 
purpose toward a common end. By and large, the building of 
one broad pathway for all who are going through life in the 
same direction is far more economical and far more effective 
than blazing countless though parallel trails. Mass action, 
however, has its limitations. If undertaken in altruistic causes 
it is invaluable. If it be directed toward defense of principles 
it is all-conquering. For, in these, idealism is the keynote and 
ideals have been ever paramount as a motive for human ac- 
tion. “Save-a-Life” campaigns and innumerable similar move- 
ments appealing to the higher emotions of man have always 
inspired coordination. 

But when we endeavor to utilize this spirit of inspired co- 
operation in the drosser fields of activity it loses much of 
value. Cooperation stifles individualism, it brings a false 
security, it presumes human stability and discounts human 
frailty. It leads to Socialism, the antithesis of democracy 
where opportunity is assured to attain a destiny through in- 
dividual responsibility. At the present time there is great 
danger to business from over emphasis on cooperation. Amer- 
ica was built by men with common ideals who traveled 
diverse roads. Individualism brought forth innovation and 
invention. Success in development of enterprise was the in- 
centive for which men sacrificed. Past economic reverses 
yielded when individual pioneers made new discoveries, 
evolved new methods which gave impetus to industry. 

We can not now effect recovery if business is bound too 
closely to established methods by the structure of a coopera- 
tion which encompasses all individual action. Cooperation 
that necessitates organization for its enforcements soon de- 
mands a dictator and Czarism. That surely leads to ruin. 


=, 3: ¥.C. 
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THE world can little realize 
in the first stunning shock of 
the death of Dwight Whitney 
Morrow what that Lincolnian figure meant to the 
American people. Trusted and loved by mature men 
and women for his nobility of mind, his fine dignity 
of character, and his splendid record as a statesman 
and a citizen, his sincere idealism and his candid 
honesty were the hope of the young. 

We did not think of politics when we thought of 
Dwight Morrow. We thought of a leader; we looked 
for leadership, and we did not look in vain. His 
Americanism was of the calibre of which every 
American deep in his mind is passionately proud. 
Nations knew him as an understanding, an intellect- 
ual man, a wise and generous counselor, a true 
friend. 

His death is a great price to pay for knowing the 
definition of a truly great man. 

7 * * 


ABOUT three hundred and 
fifty years ago the great 
Michael de Montaigne said that 
he was of the opinion that it 
would be better for us to have no laws at a!l than to 
have them in so prodigious numbers as we have. 
He, of course, referred particularly to the laws of 
France, but it would be doubtful if he would change 
his words could he observe the way in which our 
law-makers, both Federal and State, each year add 
to our already bursting statute books. 

Many people nowadays express their objection to 
something by the intended humorous remark, “There 
should be a law,” but even more use the phrase with 
deadly purposefulness and soon not one, but hun- 
dreds, are born. In his address before the American 
Life Convention at Pittsburgh, Monday afternoon, 
Ralph H. Kastner, in a review of legislation and de- 
partmental action, stated that the various legisla- 
tures, exclusive of Congress, during the sessions of 
1931 had before them for consideration approximately 
59,000 proposals, while the total enactments num- 
bered nearly 15,000, including local and general 
legislation. 

As usual the lawmakers turned their intention to 
insurance bills. No doubt, many of those presented 
and some that were passed were excellent in their in- 
tention and of a type that would be of real benefit, 
first to the insured and also to the insurance com- 
panies and the insurance agents. But it hardly need 
be said that there was no necessity for the presenta- 
tion to the National Convention headquarters of 4500 
legislative offerings dealing with insurance. That was 
the fact, however, as pointed out by Mr. Kastner, and 
they were carefully considered. 

Fortunately, to quote Mr. Kastner, the percentage 


Dwight W. 
Morrow 


Laws and Laws 
and Laws 


Editorial 





With the Editors 


of enactments applying to life insurance was ex- 
tremely low. He asserted that he believed this was 
due in large measure to the splendid efforts and co- 
operation of the State vice-presidents of the Amer- 
ican Life Convention and to the life companies, their 
representatives and friends. 

It is an old story, this passion for constantly mak- 
ing new laws, as well as the tendency that State 
legislatures have, when it comes to considering taxa- 
tion, to assume that since the insurance companies 
have a great deal of money that is easily got at, the 
proper thing is to tax them to the limit. The work 
of the American Convention in preventing the enact- 
ment of unfair and absurd legislation in regard to 
life insurance companies well merits commendations. 


* * * 


THE New York Times, that 
paragon of _ conservative 
thought, is also interested in 
unemployment insurance. In 
commenting on an article by Mr. Harold Callender 
which appeared in its last Sunday edition, the Times 
says, “The subject is made vital and contemporary 
in the United States by the pressure of hard times. 
The hard times will pass. Present distresses may be 
remedied with present means; but the cruel lesson 
of adversity is teaching us something this time. This 
nation cannot afford blindly to alternate between the 
heights of prosperity and the depths of depression. 
It must make preparation for the lean years.” We 
concur in most of this belief. 

But the Times goes further, and declares, “Some 
great corporations, as notably in Rochester, are 
associated in systems of insurance for their employes; 
but it is felt more and more that voluntary and 
sporadic effort will not serve. The whole body of 
workers in the State must be protected. Only the 
State can undertake such an enterprise. Reluctant 
as many are or were to admit it, it is likely that the 
contribution of the State will have to be added to 
those of the employer and the employe. Governor 
Roosevelt seems to have this in mind. Against this 
proposed new social service of the State, conserva- 
tives will be apt to protest. Yet to this step prob- 
ably we must come.” 

How the Times can make so early and so definite a 
statement, we are at a loss to understand. It would 
seem from the most cursory study of the European 
systems obvious that the government has no place in 
an employment insurance system, a fact which we 
have often expressed. Americans must not be led 
into further economic entanglements because of an 
emotional desire to alleviate suffering caused by un- 
employment. Study, research, careful calculating, 
and sound consideration are the order of the day; 
definite opinion is still far distant. 


The “Times” 
Takes a Stand 


THE SPECTATOR 
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AS IELIVE THIRDPARTY SMOKES 





HERE are now two important num- 

bers on Saint Lukes Place—Mayor 
Walker’s at six and mine at sixteen. 
His Honor has not yet officially wel- 
comed me as a member of that noble 
vanguard which sees that the southern- 
most frontier of Greenwich Village does 
not fall into the hands of the Hudson 
Dusters, but there is yet time. I real- 
ize, of course, that Jimmy has a lot of 
things to do before he can get down to 
being neighborly. But when he does 
drop in, we’ll have a lot of things to 


talk over. 
* *~ * 


OR instance, I’ll tell him how ner- 

vous I’m growing under the strain 
of the surveillance of his special detail 
of cops who pace the Place all day and 
then peer suspiciously across at me in 
my basement apartment all night. I’ve 
tried to be friendly with them but all 
I get for an amiable wave of the hand 
is an icy stare. Then I might get him 
to use his influence with the Noise 
Abatement Commission (Worth 2-4000) 
in a couple of matters. He might get 
them to grant me permission to ma- 
chine gun the chorus of something like 
5000 terrible voices which moans and 
shrieks from midnight to three all the 
lousiest contributions of Tin Pan Alley 
from the park across the street. He 
might also put a silencer on the mourn- 
ful whine of a building full of printing 
presses a block away on Hudson Street. 
This should be music to my soul, but 
at four in the morning when the din 
reaches its peak, it’s gall. Really, I 
am convinced that I have solved the 
baffling mystery of the death of a young 
woman who used to live in the Place. 
The bitter moan of the presses drove 
her nuts, and she had to End It All. 

* ~ * 

HEN I'll tell him how three-quar- 

ters of New York’s 7,000.000 feline 
population have already crawled 
through the grating of my open win- 
dows; how all delivery truck drivers 
are annoyed that I am not the “super” 
and that I refuse to deliver their damn 
bundles; how invisible legions stand 
outside and shovel dust in through my 
window day and night; how my land- 
lord promises and swears and swears 
and promises to do everything to make 
me happy and then blissfully ignores 
me; how glad I am to be his neigh- 
bor, but in some ways how I wish to 
h dash double 1, as Don Marquis’ 
Mehitable puts it, that I hadn’t signed 
a lease. And, oh, I mustn’t forget to 
tell Jimmy that if the wolf comes to 
my door this winter, I’ll eat the bloody 
thing, so help me.—R. H. M. 
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SONG that was popular when I 

was a lad was either entitled or 
had a line as follows: “It’s moving 
day way down in Jungle Town.” Look- 
ing back over what seems to me like 
centuries of toil, happiness and sorrow, 
I can truthfully assert that that is the 
only pleasant thing I have ever heard 
of in connection with moving. What 
I think of moving may not be told in 
this column not only because my opin- 
ions would easily fill every one of the 
four thousand and more pages in THE 
SPECTATOR’S annual year books, but 
would likewise run very distinctly up 
against the immediate action of Mr. 
Charles Sumner. 

* * * 


Y movers arrived promptly at 7 

o’clock in the morning. I was 
ready for them, or thought I was. 
Trunks and boxes and barrels were 
filled and waiting. Also I had had the 
foresight to conceal a fresh shirt and 
unmentionables to don for the day’s 
work. But, unseen by me, the first 
of the movers immediately upon 
arrival, had sneaked into the bed room, 
seized that clean shirt and under- 
garments, opened a suit case, stuffed 
them in, locked and strapped the suit- 
case and carried it down to the van 
and placed it where everything else 
must be put over and around it. Only 
by rushing into the street in a slightly 
unconventional costume and personally 
arguing with the head mover did I 
rescue my garments. 

7 * * 


HAT of course was but the first 

and mildest of the events that 
crowded one upon another and now I 
survey a tangled heap of debris in my 
new apartment that I am too weary 
and sick of heart even to attempt to 
restore to anything resembling order. 
I regret I am not going to write a his- 
tory of the Great War for, were I, I 
should secure a photographer and pub- 
lish the pictures he could take as close- 
ups of a French home that had been 
under a daily bombardment of big 
German guns for ten or twelve months. 

* * + 


66 | \ YELL, you’ve got a nice day for 
it,’ pleasantly remarked the 
telephone man who was endeavoring to 
dig a tunnel so that he could reach 
the spot he had decided to install the 
telephone. 
* * ~ 
OR moving there has never been 
and never will be so long as the 
world lasts a “nice day for moving.” 





T the recent convention in Pitts- 
burgh of the National Association 
of Life Underwriters, Mr. Samuel 
Crowther, a journalist, was one of a 
selected few speakers outside of the 
life insurance profession who had a 
place on the program. While he was 
in Pittsburgh, Mr. Crowther unfor- 
tunately reversed his customary role 
and allowed a reporter for a Pitts- 
burgh newspaper to interview him. In 
this interview he was quoted, in effect, 
as saying that he hadn’t the slightest 
idea, at the moment, of what was con- 
tained in his forthcoming speech to the 
life underwriters. He had written the 
thing some weeks ago, he said, and 
hadn’t looked at it since. The whole 
affair, apparently, was pretty much of 
a bore to Mr. Crowther and he was, in 
turn, at a loss to understand why they 
wanted him to speak anyway. 


* * * 


ND that is why, perhaps, the only 
A comment I heard on Mr. Crow- 
ther’s address came from an iconoclas- 
tic life underwriter who expressed him- 
self in these words: “Well, this guy 
Crowther didn’t turn out to be such 
a ball of fire, did he?” 


* * * 


T is my observation that the highly 

touted, professional speakers fre- 
quently engaged to inject interest in 
insurance convention programs almost 
invariably turn out to be busts. The 
insurance man, turned orator for a day, 
may start off with quaking knees and a 
dry palate, but once fairly under way 
his splendid sincerity of purpose and 
solid knowledge of what he’s talking 
about eventually swings him into a 
speech that is the real thing, and which 
for genuine interest can’t be equalled 
by an assortment of old jokes, redeco- 
rated for the occasion, a couple of pages 
of irrelevant statistics hastily compiled 
by a faithful secretary, and a handful 
of sweet scented bouquets for the great 
business of insurance—the latter being 
a brief inventory of the professional 
speaker’s stock-in-trade. 


* * * 


UT all of that is an old story. 

People who really work for a liv- 
ing have been wondering for years how 
after-dinner speakers, and columnists, 
get away with it. 


* * * 


(> M. S. writes to this column and 
* says: “We'll pull out of this de- 
pression all right but, like a man get- 
ting out of a bog of quicksand, by leav- 
ing our pants behind.” 
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Life Insurance and the Economic 


Depression 


By CALVIN COOLIDGE important industries which all together 


constitute the basis of our economic 
life. It is in these enduring values that 
the funds for the protection of your 
policy contracts are and must be in- 
vested. The stability of life insurance 
rests upon America. 

The value of a life insurance policy 
does not depend on any particular in- 
vestment, it is secured by the entire 
assets of the issuing company. Every 


HE opening of this series of radio 

programs on life insurance has 

been assigned to me because I am 
a director of the New York Life Insur- 
ance Company. Our purpose is to give 
helpful messages to our own policy- 
holders, and to those who are insured 
in other companies, and to the public at 
large. Our efforts will be in the inter- 
est of all sound life insurance without IN CONSERVATION PLEA 
any partisan or competitive flavor in 
order to provide information for all 
those who are interested in thrift, in 
building up an estate and in safeguard- 
ing their homes and business. 

Some two years ago I became a 
director of the life insurance com- 
pany which is sponsoring these radio 
programs because I believed that 
life insurance is the most effective 
instrumentality for the promotion of 
industry, saving and character ever 
devised. It is the- essence of eco- 
nomic security and independence. 
This has been demonstrated especial- 
ly by the present business depres- 
sion. When the market value of 
most personal property and real 
estate has depreciated, the con- 
tract value of life insurance policies in 
the first-class companies of the United 
States and Canada has been an out- 
standing exception of firmness and sta- 
bility. Not a dollar has been defaulted 
on any payment that has fallen due. Calvin Coolidge 

The foundations of life insurance 
rest upon the senior securities of the well-established life insurance company 
whole nation, the United States Gov- possesses assets in excess of its lia- 
ernment, the States, counties and bilities fixed by law, in order that it 
cities, the farms, the homes, the great may have a substantial surplus for con- 
railways, the public utilities and the tingencies and provide additional safety 


This address by the former President of the 

United States, now a director of the New 

York Life Insurance Company, inaugurated on 

October 6, that company’s weekly series of 
unique radio programs. 


xk * 


“Hold fast to your policy! Do not let your life 
insurance lapse if you can possibly avoid it.” — 
Calvin Coolidge. 








and protection for your policy con- 
tracts. 

Life insurance is as safe as any 
financial institution can be. The New 
York Life began business less than 69 
years after the signing of the Declara- 
tion of Independence. It has been in 
continuous operation for over 86 years 
and in a little more than 13 years will 
be 100 years old. Several other leading 
life insurance companies will soon 
reach the century mark. During al- 
most a century, these companies have 
successfully met many periods of storm 
and stress, all wars, epidemics and de- 
pressions—the Mexican War, the Civil 
War, the Spanish-American War, and 
the World War, through whose shadow 

we are still passing; the devastating 
epidemics of yellow fever, cholera 
and influenza, which severely tested 
but proved the security of life insur- 
ance; and, finally, every financial 
panic and depression, which have 
come on the average once in every 
seven years, from that of 1857 down 
to the present time. 

Through all these periods of dis- 
turbance, during which thousands of 
businesses failed and thousands of 
fortunes were swept away, these old 
companies have passed safely, and 
have never once failed to meet an 

obligation. 

When these companies were estab- 
lished, in the early forties, they were 
conceived solely as a beneficent pro- 
gram for the protection of widows and 
orphans. They are now much more than 
that. Through the effort and devotion 
of public-spirited citizens, high-minded 
State officials and company executives, 
they have become a nation-wide insti- 
tution for intelligent thrift and invest- 
ment to provide against the hazards of 
life for men, women and children and 
to supply comfort and support in old 
age. They are a successful and thor- 
oughly tried form of protection against 
want. 


Life Insurance Payments 


In the year 1930, the life insurance 
companies of the United States and 
Canada paid to living policyholders in 
dividends, surrender values and ma- 
tured endowments, a total of about 1 
billion, 450 million dollars. In addition, 
they paid to the beneficiaries of de- 
ceased policyholders, chiefly widows and 


(Continued on page 17) 
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REAT BRITAIN is the mother 

of unemployment insurance by 

making it compulsory on a 
large scale as far back as 1911. All 
persons between the ages of 16 and 65, 
with the exception of domestic servants 
and agricultural workers, are insured 
against unemployment. Certain salary 
classes are not included. 

The unemployment fund is contrib- 
uted to by three parties, the govern- 
ment, the employer and the worker. 
While the recent emergency decree of 
the non-party MacDonald government 
will provide certain changes in unem- 
ployment insurance, it has heretofore 
been the rule that the state, for in- 
stance, pays 15c. a week, the employer 
16c. and the worker 14c. 

If the worker is thus insured, he is 
given an unemployment card to which 
each week a stamp representing his and 
his employer’s contribution, is affixed. 
Under ordinary circumstances, the 
worker’s contribution is withheld from 
his wage and paid by the employer. 

When a man loses his job, he takes 
his book to one of the free public em- 
ployment exchanges in order to make 
his claim for benefit. For an adult 
man, this is $4.25 a week with $2.25 
extra for his wife and 50c. for each de- 
pendent child. There are lower bene- 
fits for single persons; a girl of or 
under 17, for example, gets only $1.25. 
At the time of writing, it is proposed 
to cut the unemployment benefits an 
average of 10 per cent. But this has 
no bearing on the actual workings and 
mechanics of the British unemployment 
insurance plan. 

In order to receive the benefit, the 
claimant has to prove that (a) he has 
been continually unemployed since he 
first applied for the benefit, (b) he is 
capable of and available for work, (c) 
he is genuinely seeking but unable to 
obtain suitable employment. Further- 
more, he must show that, during the 
two preceding years, he had made at 
least thirty contributions to the unem- 
ployment fund. This is a provision with 
which many thousands have not com- 
plied because of unemployment that 
extended over more than two years. 
The measure has, later, been replaced 
by a requirement of eight contributions 
during the preceding two years or 
thirty at any time. 

The altruistic principles which have 
led to British unemployment insur- 
ance, apparently missed their purpose. 
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Workings of Unemployment Insurance. 


If today an unemployed is offered a job 
for, say, 30 or 35 shillings, it is fre- 
quently rejected on the ground that 
unemployment insurance keeps the man 
just as well above water, and why 
bother about 5 more shillings a week? 

While the brunt of the unemployment 
insurance burden is supposedly borne 
by the state, employers and workers 
alike, it practically works out to the 
disadvantage of the employers. The 


GREAT BRITAIN’S PREMIER 





Ramsay MacDonald 


number of unemployed is steadily going 
up, and therefore, labor’s contribution 
is diminishing rapidly. On the other 
hand, the decreased income of the people 
cuts into the tax revenue of the gov- 






Abroad 


By GERHARD HIRSCHFELD 


ernment. So that, in the end, industry 
has to account for most of the uném- 
ployment insurance fund. ; 

British unemployment insurance, for- 
merly a profitable enterprise, is today 
thoroughly bankrupt. Labor’s share of 
the contributing fund, and the govern- 
ment’s share are continuously going 
back, and the expenditure is being 
thrown back upon the counties which, 
in turn, are being financed by industry. 
Just how deep they are in debt may be 
seen from the following figures: The 
state and the communities paid, from 
1921 to 1928 for unemployment insur- 
ance an annual average of nearly $200,- 
000,000 each. Since then their share 
has risen to $243,000,000 each. 

Naturally, no community, especially 
in times of depression, can afford to 
pay for a number of years these enor- 
mous sums without getting deep into 
debt. The communities, then, have 
gone in heavily for loans and taken up 
credits for two and three years in ad- 
vance. This, again, results in the post- 
ponement of urgently needed public 
works such as the exploitation of water 
power, electrification of the railroads, 
extension of the overland net of elec- 
tric plants and so on, all of which 
would give employment to many 
thousands. 

Now to Germany: Unemployment in- 
surance was adopted in 1927. Contri- 
butions are paid by employers and 
workers only. Benefits are graded ac- 
cording to wages and salaries. Bene- 
fits are limited to 26 weeks though, 
after that, the state may grant benefits 

(Concluded on page 10) 


The author, who has an intimate knowledge 

of the European scene, makes a further 

contribution to The Spectator’s Unemploy- 
ment Insurance Forum. 


xk kk 
Large deficits growing out of the insurance 
law in both England and Germany have 
proved the system inadequate. 














Charles B. Robbins 


ITTSBURGH, Oct. 7.—Opposition 
to the dole and a demand for a 
“legislative holiday” were voiced by 


nationally known insurance counselors 


as the American Life Convention 
opened its twenty-sixth annual meet- 
ing. Sessions in the William Penn 


Hotel will be continued through Friday, 
with about 500 executives of insurance 
companies attending. 

“IT am very much opposed to the dole 


and to any of the schemes of unem- 
ployment insurance ordinarily pro- 
posed,” said Colonel Charles B. Rob- 


bins of Cedar Rapids, Iowa, convention 
president. “I am in favor of unem- 
ployment insurance properly  safe- 
guarded and with the employee con- 
tributing to the cost. I feel that the 
spirit of America is against any form 





Francis V. Keesling 





of dole. A man who accepts charity 
loses his self-respect. If the dole is 
right, then our American government 
has gone along on the wrong theory 
for 150 years.” 

Ralph H. Kastner, of St. Louis, con- 
vention attorney, said the various leg- 
islatures exclusive of Congress, had 
before them in 1931 about 59,000 pro- 
posals, of which nearly 15,000 were 
enacted including local and general 
legislation. “The convention headquar- 
ters,’ Mr. Kastner said, “perused over 
4500 legislative offerings, encompassing 
every conceivable subject that might 
affect insurance companies, and indi- 
vidually running from three lines te 
300 pages in length. Of this group 
1170 were deemed of sufficient impor- 
tant to warrant the notice and atten- 
tion of member companies. What this 
country needs is less legislation, a 
legislative holiday. Chaos till reigns 
in the financial structure of many 
States. Overspending has become an 
orgy in numerous instances. Legis- 
latures and municipal governments, too, 
must learn to stay within the bounds 
of economy, or unjust and burdensome 
taxes must inevitably result. Too much 
meddling with established institutions 
does not augur well for success of 
either the institution or the State. A 
panacea for all ills, is not expected or 
anticipated, but until such a millenium 
arrives, insurance organizations must 
safeguard to the best of their ability, 
the interests of those who have en- 
trusted their funds and the future hap- 
piness of their dependents to a large 
degree, by a ‘watchful waiting’ policy 
in regard to legislation.” 


Review of Insurance Rulings 


Judge Byron K. Elliott, manager and 
general counsel of the American Life 
Convention, St. Louis, gave a review 
of recent life insurance decisions. 
Other speakers were C. Petrus Peter- 
son, general counsel, Bankers Life In- 
surance Company, Lincoln, Neb., James 
C. Jones, associate general counsel, 
American National Assurance Com- 
pany, St. Louis. Round Tables dis- 
cussions were held, with F. A. Sloan of 
Topeka, Kan., and William A. Vinson 
of Houston, Tex., presiding. 

Judge William H. McNaugher, of 
Common Pleas Court, made an address 
of welcome, to which response was 
made by Frank W. Wozencraft, of 
Dallas, Tex. 


Five Hundred Executives 
Attend Sessions; Program 


Speakers from A\ll Sections 


By FRANK ELLINGTON 





Byron K. Elliott 


Walter F. Seay, general counsel for 
the Southland Life Insurance Com- 
pany, Dallas, Tex., was the luncheon 
speaker. 

Discussions by legal section members 
of the convention will be continued to- 
day, with William McKinley and Lewis 
A. Stebbins of Chicago, Julius C. Smith 
of Greensboro, N. C., and Frank W. 
McAllister of Kansas City, Mo., among 
the principal speakers. 

The second day’s session was opened 
by a discussion of “Germs and Acci- 
dents” by William McKinley, general 
counsel for the Old Colony Life In- 
surance Company, Chicago, Ill. He 
cited numerous court decisions to show 
that the entry of infectious germs into 
the human system is accidental. It is, 
however, an accident never intended to 
be covered by double indemnity insur- 


ance’ contracts. He recommended 
strongly some alteration of present 
pans. Otherwise, he declared, we will 


have to go out of this business, either 
voluntary or by the receivership route, 


THE SPECTATOR 
October 8, 1931 





Dole Strongly Denounced at : 


Life Convention 





aan 













on 


ves 


ONS 








i all etal Tiger y 





ume re 


le Salle Shad) 


; 






of Leading Companies 
Includes Many Notable 
of the United States 





William McKinley 


and receivers, he said, are getting 
scarce. Double indemnity provisions 
are going to be entirely reframed it 
would appear. 

General McCalister, vice-president 
and general counsel for the Kansas 
City Life, served as chairman during 
the ensuing round table discussion. 
Among those who participated in this 
talk was Walter F. Seay, representing 
the Southland Life, of Dallas, Tex. 

The program announcement for the 
Tuesday afternoon session might have 
indicated a short and snappy conclusion 
to the meeting of the Legal Section. 
On the contrary, it was long. But it 
was interesting and it held every at- 
tendant in his seat. 

Francis V. Keesling, vice-president 
and general counsel of the West Coast 
Life Insurance Company. San Fran- 
cisco, led the afternoon discussion, “is 
it possible and is it necessury to re- 
phrase the incontestibility clause?” Mr. 
Keesling reviewed the history of past 
unsuccessful efforts to obtain a binding 
opinion. He did not recommend, but 
asked, that the members of the legal 
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Annual Meeting of American 


at Pittsburgh 


section consider seriously the matter of 
new legislation regarding this problem. 

Following Mr. Keesling’s very thor- 
ough presentation of the problem it 
was moved and seconded that the or- 
ganization should recommend revision 
of the incontestibility clause. 

Harry Cole Bates, counsel for the 
Metropolitan Life, was on his feet be- 
fore vote on the motion was called. He 
questioned very seriously the advis- 
ability of asking the different State 
legislatures and insurance commis- 
sioners to change their minds over- 
night. He made the following points 
in substantiation of his case. At pre- 
sent we have a lot of judicial precedent 
behind us. To change this clause 
would involve a lot of lawmaking and 
the subsequent interpretation of those 
laws. “Perhaps,” Mr. Bates said, “we 
are better off the way we are.” 

C. Petrus Peterson, general counsel, 
Bankers Life Insurance Company, Lin- 
coln, Neb., spoke a few words on this 
subject. He dislikes the word “Limita- 
tion.” He does not like the idea that 
a man must die between 2 and 3 o’clock 
on a Friday afternoon in order to allow 
his beneficiaries money due them. 

Mr. Keesling, as chairman of the 
meeting, said, “It would be unfortunate, 
indeed, should we appear to be en- 
deavoring to back away from our ob- 
ligations.” 

Allan E. Brosmith, Travelers Insur- 
ance Company counsel, gave some inter- 
esting court data in regards to the 
rights of a policyholder to change the 
beneficiary. 

Someone of the L. C. staff—who do 
all things perfectly—placed a score- 
board in front of the audience. At the 
end of the sixth inning, with the 
Athletics in front three to nothing, a 
Philadelphia lawyer took occasion to 
rub it in. Card fans, by the way are 
well represented at this convention. 

Supreme Court decisions in South 
Carolina appear to be giving a lot of 
worry to life insurance lawyers. P 
M. Estes, Life and Casualty Company, 
Nashville, Tenn., recited some unusual 
cases and some rather alarming de- 
cisions. His concluding remark was, 
“We are going to have to withdraw 
from that or else we'll be in a hell 
of a iz.” 

A motion was offered, seconded, and 
voted down, that a committee from the 
L. C. confer with the officers of the 
Legal Section of the Association of 





W. H. McNaugher 


Life Insurance Presidents. . We 
McAllister took occasion to remind the 
audience that a special session of the 
Oklahoma legislature will consider an 
amendment to the State Constitution. 
If and when passed it will be of ma- 
terial assistance to life insurance com- 
panies operating in that State. 

A committee was appointed imme- 
diately after General McAllister’s re- 
marks to study the Oklahoma situation 
and make their wants known to the 
legislators. 

F. W. Wozencraft, chairman, sur- 
rendered his seat to Allen May, with a 
splendid eulogy to life insurance. Mr. 
Wozencraft, former general counsel for 
the Southland Life, Dallas, Tex., re- 
minded his hearers that stocks may go 
up, real estate may go down, but life 
insurance maintains a guaranteed level. 

R. F. Baird, general counsel of the 
Lincoln National Life, was elected sec- 
retary. 





Walter F. Seay 





HE accompanying table, showing 

the percentage which the actual 

mortality of 100 life insurance 
companies bears to the expected mor- 
tality according to the mortality table 
used by the various companies, reflects 
a fairly favorable ratio in that impor- 
tant department of life underwriting 
during the year 1930. The actual mor- 
tality ratio during the year 1930 was 
1.77 per cent higher than for the year 
1929, which may be accounted for in 
part by an increase in suicidal and 
homicidal tendencies. 


Significance of Table 

As it is from the saving in mor- 
tality that surplus accumulations are 
mostly derived, and as it is from sur- 
plus that dividends to policyholders are 
paid, it follows that favorable results 
obtained in the mortality record should 
be of most interest to policyholders, 
stockholders and agents because they 
indicate a continued high dividend rate 
and consequent reduction in net cost 
of insurance. Favorable ratios in the 
mortality department are gratifying to 
the managers and superintendents of 
life insurance companies because they 
show that the confidence which they 
have placed in the medical and under- 
writing departments have been sub- 


Actual vs. Expected Mortality 


stantiated in the careful selection of 
underwriting risks. 


Industrial Ratio Lower 


The table shows that during 1930 
87 ordinary companies had an average 
ratio of 61.28 per cent, while 13 indus- 
trial companies had an average rate 
of 61.83 per cent. In the case of the 
crdinary companies, the ratio for 1930 
is 1.47 per cent higher than in 1929, 
whereas in the case of industrial com- 
panies it is 3.21 per cent lower than 
the corresponding period in 1929. Dur- 
ing the year 1930 the amount of death 
claims which were expected to be paid 
out by the companies according to the 
mortality table in use, was $627,971,084, 
while the actual payments amounted 
to but $384,827,760 or an actual saving 
of $243,143,324 for a ratio of 61.28 
per cent. In the case of industrial 
companies, the expected mortality cost 
amounted to $378,383,869, while the 
actual payments were but $233,969,643 
for a saving of $144,414,226 or a ratio 
of 61.83 per cent. 

The tabulation shows the yearly per- 
centages for a period of fifteen years, 
together with the average for the three 
five year periods, and for the entire 
period 1916 to 1930 inclusive. The fig- 






ures entering into the compilation for 
the year 1930 are given in detail in 
order to demonstrate the method em- 
ployed. During the year 1930 it will 
be noted that 21 companies showed an 
actual mortality ratio under 50 per 
cent and that 15 companies were over 
60 per cent. 


Life Insurance Efficiency 


Previous tables published in THE 
SPECTATOR this year have shown that 
the companies have earned a higher 
rate of interest, and that their expenses 
have been low; also that losses from 
surrender and lapse have been mini- 
mized. This table, therefore, proves 
that considerable has been saved from 
the mortality records. These results 
demonstrate that the life insurance 
companies of this country are operated 
most efficiently and that every effort is 
made by the life insurance managers 
to make returns on life insurance most 
lucrative to the policyholders. It should 
inspire confidence in the policyholders 
that the companies, on which they rely 
for protection, are being operated upon 
an efficient plan and that the generous 
dividends which were paid by the com- 
panies to policyholders were justified, 
as is noted by the companies’ mortality 
savings. 








Workings of Unemployment Insurance Abroad 


for another three months. Employers 
and workers paid into the fund 1% 
per cent each of the wages. A worker 
in the highest class may not receive 
more than 35 per cent of his income; 
one in the lowest income class not more 
than 75 per cent. Unemployment in- 
surance law excludes agricultural work- 
ers and those employed in forestry and 
fishery,. also some apprentices, casual 
workers, etc. 

Speaking in average terms, the bene- 
fit amounts to approximately $5 per 
week and family. In Germany there 
will be this coming winter between 
6,000,000 and 7,000,000 unemployed. Not 
even half of these will be beneficiaries 
of unemployment insurance, although 
perhaps another 2,000,000 will receive 
“crisis support,” which pays about 
$2.50 per week and family. 

The insurance against unemployment 
in Germany has hopelessly fallen be- 
hind the actual needs. Last year the 
deficit of the fund ran to about $150,- 
000,000. This is explained by the fall- 
ing off in workers’ contributions. The 
state has to make up for this deficit but 


(Concluded from page 7) 


the state has no surplus income to take 
care of the shortage. It has to apply 
to industry, which not only pays its 50 
per cent share to the unemployment in- 
surance fund but also has to protect the 
deficit. The result is higher taxes on 
the manufacturer, the financier, the 
merchant, in short, on all the higher 
income classes. 

This higher taxation is duly reflected 
in the decrees which followed one an- 
other. From January to July, the 
aforementioned 1% per cent were in- 
creased to 1% per cent, then to 2% 
per cent and, finally, to 3% per cent. 
In view of the steadily growing unem- 
ployment, industry is the one branch 
which has to step in. The unemploy- 
ment insurance is further deprived of 
income by the fact that a German 
worker can combine unemployment in- 
surance with health, sickness and acci- 
dent insurance. For instance, if he 


wants to lay off, he might through his 
doctor pronounce himself sick, thus as- 
suring himself of sickness insurance. 
Even if he does not get unemployment 
insurance, he is the beneficiary of the 





other insurance law, accident and heal 

Both in England and Germany un- 
employment insurance has been intro- 
duced because of strong Socialist pres- 
sure and because unemployment grew 
to a very important social and, espe- 
cially, political factor, and something 
had to be done to protect the unem- 
ployed. But the large deficits growing 
out of the insurance law have proved 
the system utterly inadequate. 


RESTRICTING MORTALITY 
ENDOWMENT 

A law prohibiting or greatly restrict- 
ing the writing of contingent or so 
called mortality endowment contracts 
recently passed by the legislature has 
been put into effect in Alabama. 

The measure provides that life com- 
panies with a capital stock of at least 
$100,000 and mutuals or fraternals 
with a surplus of at least $25,000 may 
continue to operate on this plan pro- 
vided they shall not in the future es- 
tablish policyholders, or members into 
divisions or classes other than those 
containing policies of even datee. 


THE SPECTATOR 
October 8, 1931 























Actual vs. Expected Mortality 








COMPANIES 
Aetna Life ° 
American Central.. 
Atlantic Life.. eee 
Ba kers of Nebraska... .. 
Bankers Reserve. . . 
Beneficial Life... . 
Berkshire .. 


Canada Life 


Central Life, Iowa... 


Columbia, Ohio... . 


Columbian National 
Connecticut General 


Connecticut Mutual. . 


Continental Am Life, 


sitable, N. Y. 
able of Iowa 
Federal Life 
Fidelity Mutual. 
Franklin Life. . 
Guaranty Life, Ia.. 





Guardian of America 
Home, New York.. 
Illinois Life. 
Indianapolis Life. 
Kansas City Life 


Del. 


LaFayette Life, Ind... .. 


Lamar Life ; 
Lincoln National 
Manhattan. 
Maryland 


Massachusetts Mutual 


Midland Mutual... 
Midland Nationala 
Midwest, Neb. 
Minnesota Mutual 
Missouri State. . 
Mutual Benefit. .. 
Mutual, New York 
Mutual Trust. 
National of U. S. 


National Life, Vt 


New England Mutual. . 


New York. 


| ae 


North American, Canada... 
Northwestern Mutual.. 
Northwestern National... . 


Occidental, Cal. 


Ohio State... 
Oregon Mutual 
Pacific Mutual 
Penn Mutual. . . 
Peoria Life 
PI idelphia Life 
Phoenix Mutual. 
Provident Mutual 
Register Life... 
Reliance 
Reserve Loan 
Royal Union.. 
Security Life of America... 
Security Mutual, Neb..°.. 
Security Mutual, N. Y.... 
Southeastern... 
Southwestern 
State Life, Ind... 
State Mutual, Mass.. 
St. Louis Mutual. 
Sun Life, Canada... 
Te Life.. 
Trave ers 
Union Central , 
Union Mutual, Me... 
l “d States 
West Coast. 
Wisconsin Life 

Averages 

dustrial Companies 

A an National, Tex... 
B more Life 
Boston Mutualt, . 
C al Life, N. J....... 
( nwealth, Ky....... 
I Life, Delaware... .. 
J ey 
Life Ins. Co. of Va........ 
s SS 
- of Baltimore... . . 
P ERP 
VW 


Averages. 


1 and Southern... 
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cases where figures for fifteen years are incomplete, all available figures are averaged. 
e for the average of ordinary and industrial ratios. 
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41.99) 55.61] 44.99] 47.60) 52.02) 58.72) 53.40) 60.10) 10,632,967 
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Chauncey S. S. Miller 
President of the Conference 


TORONTO, ONT., Oct. 7. 


HE ninth annual 
‘aaees Advertising 
got away to a flying start in its busi- 
ness sessions with Chauncey S. 5S. Miller 
of the North British & Mercantile as 
president and Eustace A. Brock of the 
Great West Life as general convention 
The joint session of Wed- 


meeting of the 
Conference 


chairman. 
nesday morning was honored by speak- 
ers of prominence in their respective 
professions and it is doubtful if ever a 
convention could boast of advice so per- 
tinent to their future progress as was 
given by these men, all of whom might 
be classed as just outside the fold of 
the profession they addressed. 

After opening remarks by President 
Miller and Chairman Brock, H. R. 
Stephenson, general manager of the 
Crown Life of Toronto and president 
of the Canadian Life Insurance Officers 
Association, welcomed the conference 
to Toronto. 

Advertising, he said, has a dominant 
place in industry. It is indispensable to 
modern business. Modern advertising 
twin brother to modern 
It occasions intensive distri- 
bution. This leads to mass production 
and lower prices to the consumer. Ad- 
vertising, the speaker affirmed, is one 
of the constructive forces which will 
be a factor in solving the many prob- 
lems which now confront the world. 

In the absence of the Hon. Hanford 
MacNider, Envoy Extraordinary from 
the United States to Canada, the Rev. 
R. B. Mcelheran, president of Wycliff 
College, Toronto, was secured. No two 
departments of industry so effectively 
represent modern scientific develop- 
ment, he said, as advertising and in- 
surance. Advertising awakens the sub- 
conscious self to real needs and insur- 


is the sales- 


manship. 


Insurance Advertising Men 


Life Group Discusses Aids 
to Production; Lapsation, 


and Publicity Methods 


BY THOMAS J. V. CULLEN 


ance removes the greatest bane to the 
happiness of humankind. The worst 
thing in the world is fear, he said, and 
this is removed through insurance. An 
insurance policy gives the greatest rest 
and security against fear, while adver- 
tising with its appeal to the subcon- 
cious brings about the realization that 
through insurance a man may obtain 
ease from future dangers, the speaker 
declared. 

In his talk on modernism in art as 
applied to advertising, Arthur Lismer 
gave to the conference many valuable 


pointers. He said in part: “Standard- 
ization in advertising is not high 
enough. It should appeal to the mind 


and a sense of duty rather than to the 
physical and a sense of values. Dispel 
ugliness and introduce beauty into your 
copy. Advertising should get its in- 
spiration from sources and second-hand 
ideas must be eschewed. Modernism 
is contemporary evidence of the life of 
the day. In art it depicts things as they 
are, not as they might be. The funda- 
mental thing in advertising is the cre- 
ative germ. Art is lost when the artist 
copies.” 

Mr. Lismer concluded his talk with a 
presentation of photographic slides of 
representative art from the time of pre- 
historic man to that of today. 

The last speaker, George H. Harris, 
supervisor of field service of the Sun 
Life of Canada, had as his subject, “Ad- 
vertising—an Asset or Liability.” Ad- 
vertising, he said, controls newspapers, 
monopolizes magazines, reaches through 
the radio into the inner recesses of the 
home. It is the handmaiden of high- 
pressure salesmanship, though the bal- 
ance is shifted as between commodities 
in the same field. “Has the point been 
passed,” he queried, “where it is helpful 
to put sales pressure on the people?” 

To do a good job in insurance adver- 
tising, Mr. Harris said, it is necessary 
for those who direct it to have a thor- 
ough knowledge of its history and ac- 
complishment. Insurance by its collec- 
tive responsibility enables ventures and 


is the foundation of all industry, he 
pointed out. 

After presenting a brief for cooper- 
ative advertising as best fitted to elimi- 
nate waste, Mr. Harris counselled the 
conference on the importance of their 
duties in the world of insurance, “You,” 
he said, “are the interpreters of the 
business to the public; you can never 
tell others more than you know. To my 
mind there is a trend toward the pica- 
yune and mean in our advertising. 
Softer conceptions of duty and pru- 
dence have resulted in making America 
and Canada the best insured nations of 
a voluntary nature; neglect of proper 
presentation of insurance on the other 
side has brought about the assumption 
of its hazards by governments with its 
consequent harmful results.” 

The first life group meeting followed 
a luncheon and executive session Mon- 
day afternoon. Kenilworth H. Mathus 
was the presiding officer. A. L. Caw- 
thorn-Page, president of the Canadian 
Life Insurance Advertising Association, 
extended the greetings of his associ- 








Kenilworth H. Mathus 
Chairman, Life Group 
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At Toronto Conference 


“Are Field Men Advertising 
Conscious?’ is Theme of 


Fire and Casualty Group 


ation to its American counterpart and 
assured it of Canadian cooperation. 
Sessions of the life group limited its 
speakers to 10 minutes each in order to 
allow presentation of the maximum in 
subjects of interest. 

The first speaker on the program was 
E. Chester Sparver, a recent member 
of the conference as advertising man- 
ager of the Connecticut Mutual Life and 
now director of agents of the Reliance 
Life of Pittsburgh. Mr. Sparver’s sub- 
ject was “Sales Promotion from the 
Viewpoint of an Agency Executive.” 
Sales promotion, defined Mr. Sparver, 
is any activity organized for the pur- 
pose of increasing the quantity and im- 
proving the quality of life insurance 
sales. The fundamental work of the 
advertising man, he said, was to bring 
to the agency executive invaluable as- 
sistance in dealing with the proficiency 
and contentedness of the salesman. In 
concluding, he said that sales promo- 
tion from the viewpoint of the agency 
executive is any organized activity di- 
rected toward producers of life insur- 
ance which makes it possible for the 
executive to contemplate a year’s devel- 
opment and involves attributes of per- 
manency and consumer acceptance 
which makes work less of a burden. 


Frank Price 


Discussed Lapsation 
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Bart Lieper of the Pilot Life outlined 
various methods by which the adver- 
tising man could obtain agency depart- 
ment cooperation. This was an essen- 
tial to the success of both and demanded 
frequent and planned conferences, he 
said. 

J. E. Benedict of the Metropolitan 
Life outlined the methods used by his 
company in determining the number of 
agency helps which should adequately 
take care of its needs. Five years of 
experimentation had resulted in fixing 
the average first printing of leaflets at 
the rate of five for each agent. 

“Call a Lapse a Lapse” was the title 
under which Frank J. Price, Jr., of the 
Prudential detailed the experience of 
his company in promoting conservation 
with pictures. The Prudential was a 
pioneer in frank advertising against 
lapsation. Its sponsors contended that 
policyholders should be warned against 
the results of their own carelessness 
and insisted that the true picture of 
lapse provoked tragedies should be pre- 
sented to the public in a manner to con- 
vince them that insurance should be the 
last asset relinquished in times of 
The company’s attitude is that 
the business that stays is the business 
that pays and that its first consider- 
ation is the policyholder. 

Fred L. Fisher of the Lincoln Na- 
tional Life explained the methods used 
by his company in obtaining publicity 
in magazines and newspapers. He 
counselled his associates that editors 
were regular guys and that they liked 
clean-cut stuff that could be easily 
handled, which was newsy, interesting, 
and helpful. The best way to give 
yourself a break, he said, is to give the 
editor one. 

Paul Speicher of the R and R service 
said that in his opinion the advertising 
manager was part of the company’s 
service department. As such its prim- 
ary work should be so designed that it 
helps fieldmen make more money. The 
success of service depends largely on 


the advertising man’s knowledge. 
* 7 a 


stress. 


“Are Field Men ‘Advertising Con- 
scious ?’” was the theme at the meet- 
ing of the Fire and Casualty group 
conference. 








Frank Ennis 


Chairman, Fire-Casualty Group 





NEW OFFICERS 

Newly elected officers of the 
Insurance Advertising Confer- 
ence are: President, B. N. Mills, 
Bankers Life of Des Moines; 
Secretary, Nelson White, Provi- 
dent Mutual. A third member of 
the official family is Charles C. 
Fleming, Life Ins. Co. of Va. 











Among the many interesting ques- 
tions raised by Chairman Frank Ennis 
of the “America Fore” companies was 
his query of whether or not special 
agents are really advertising conscious 
and the various methods employed by 
advertising managers to attain this 
end. Harold E. Taylor of the Ameri- 
can Insurance Company said that he 
believed much of the American’s suc- 
cess along these lines is due to their 
annual special agents’ convention at 
which every effort is made to show the 
special agent that the advertising de- 
partment’s efforts will assist him ma- 
terially in his work. It was the con- 
sensus that the only way to insure that 
the specials will present the company’s 
advertising to the agents to best ad- 
vantage is to offer evidence that the 
advertising actually pays the agent in 
additional risks and premiums. 

C. E. Rickerd of the Standard Acci- 
dent explained a two-year plan which 
his company effected some time age 
with the avowed purpose of selling the 
company’s advertising to the special 
agents. Mr. Ennis said that he had 
found the Continental’s recent poster 
campaign very effective in convincing 
special agents of the effectiveness of 
the company’s advertising. Special 
agents see many of these posters in 


(Continued on page 33) 





White Sulphur Meetings Close 


With Business Sessions 






Underwriters Reelect R. Howard Bland 
President; Agents Choose T. E. Braniff; 
Position on Sole Agency Ethics Strong 


HOWARD BLAND, president of 
the United States Fidelity & 
. Guaranty Company, was elected 
president of the International Associ- 
ation of Casualty and Surety Under- 
writers, and Thomas E. Braniff of Ok- 
lahoma City was chosen president of 
the National Association of Casualty 
and Surety Agents at the concluding 
sessions of the joint meetings in White 
Sulphur Springs, W. Va., last week. 

With Mr. Bland, the International 
Association reelected the entire roster 
of last year’s officers, including J. Ar- 
thur Nelson of the New Amsterdam 
Casualty Company as vice-president, 
Edward C. Stone of the Employers 
Liability as chairman of the executive 
committee, and F. Robertson Jones as 
secretary-treasurer. 

At the business session of the com- 
pany organization which was presided 
by Vice-President Nelson, only 
routine matters discussed and 
formal reports presented. The report 
of the secretary shows that there are 
58 member companies, one bureau, five 
individual members and two honorary 


cver 
were 


members. 

The report also showed that 139 bills 
had been introduced in the various 
State legislatures dealing with taxa- 
tion. Of these, three passed 
which increased taxation in Arkansas, 


were 


South Carolina and North Carolina. In 
Idaho and Oklahoma new income tax 
laws were enacted. 

There were bills introduced in six 
States proposing monopolistic State 
workmen’s compensation insurance 
funds, but none became laws, it was 


reported. 

The reports also reviewed the prog- 
ress of legislation in several States on 
safety responsibility laws and guest 
laws which limited liability of motor 
vehicle owners for damages to guests. 
Eight States enacted new laws based 
on the A.A.A. safety responsibility bil] 
and nine States enacted new guest limi- 
tation laws. 


By A STAFF CORRESPONDENT 


Heads Casualty Agents 





T. E. Braniff 


Agents Select Officers 


At the business session of the agents 
organization in addition to the election 
of Mr. Braniff as president, the follow- 
ing were chosen: Vice-president, Wade 
Fetzer, Chicago; secretary-treasurer, 
Charles H. Burras, Chicago; executive 
committee: W. G. Wilson, Cleveland, 
chairman; B. W. McCluer, Kansas 
City; James R. Millikan, Cincinnati; 
J. W. Henry, Pittsburgh; George D. 
Webb, Chicago; John T. Harrison, New 
York City; Harry H. Wadsworth, Syra- 
cuse; Glenn Charlton, Lawrence, Kan.; 
C. N. Bend, St. Paul; Thomas C. Mof- 
fat, Newark; standing conference com- 
mittee: George D. Webb, Chicago; 
Thomas E. Braniff, Oklahoma City; W. 
G. Wilson, Cleveland; Wade Fetzer, 
Chicago. 


Favor Auto Clubs 


The committee on resolutions pre- 
sented four resolutions which were 
unanimously adopted. Their report 


follows: 


“We record our high regard for Mr. 
George D. Webb of Chicago who for 





the first time in the history of this 
association was absented by business 
from attending this convention. His 


counsel and ripened experience are 
valued by and of value to every 
member. 


“We believe the existence of Auto- 
mobile Clubs is amply justified where 
they vigilantly serve the public rela- 
tion of motorists. We urge our mem- 
bers to affiliate with and take an active 
part in such clubs. We view with anx- 
ious concern an apparent breakdown 
and loss of faith in their obvious pur- 
pose on the part of a few clubs which 
deem it necessary to bolster up a 
dwindling membership by offering 
“cheap insurance” as a bait, thereby 
embarking in business in direct com- 
petition with their insurance members. 
BE IT RESOLVED: That as and when 
Automobile Clubs so far depart from 
their elementary function we regard 
their intrusion into the insurance busi- 
ness, or any other commercial activity, 
with disfavor—urging our members to 
acquaint the officials of this Associ- 
ation with the facts to the end that 


appropriate defensive measures be 
taken. 
“RESOLVED: Recognizing the in- 


equalities of existing agency classifica- 
tions and in particular the discrimina- 
tion suffered by bona fide General 
Agents in competition with Branch 
Offices and believing that ample time 
has elapsed to demonstrate the ineffi- 
cacy of present acquisition regula- 
tions, we heartily endorse the proposal 
for Sole Agency Ethics presented by 
our executive committee to the com- 
panies in joint meeting assembled, 
Sept. 30, 1931. 

“A resolution was adopted express- 
ing regret over the death of G. Arthur 
Howell, a former vice-president.” 


Want Sole Agencies 


The resolution on sole agency ethics 
is based on the report included in Mr. 
Nelson’s presidential address Wed- 
nesday, which included the following 
based on the findings of the executive 
committee: 

“Believing that production stability 
in the casualty and surety business 
may be reestablished after eight years’ 
experimentation with acquisition cost, 
and in the hope that such a plan pos- 
sesses the primary basis which with 
elaboration may merit and receive ma- 
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jority support of all company and 
agency organizations as well as the 
sanction of the National Convention of 
Insurance Commissioners, I (W. G. 
Wilson) am authorized by unanimous 
vote of our executive committee to offer 
for early consideration and conference 
with the companies, the following: 


Loyalty Needed 


“The National Association of Cas- 
ualty and Surety Agents—asserting 
that success in insurance and surety 
salesmanship requires enthusiasm — 
that enthusiasm cannot exist without 
loyalty—that loyalty is excluded when 
rival interests obtain—now asks a re- 
turn to first principles in the adoption 
and acceptance of a new code of “Sole 
Agency Ethics,” whereunder no produc- 
ing agent would be willing to, nor will 
he be permitted to represent compet- 
ing companies for any form of casualty 
or surety business and that no such 
company be permitted to have more 
than one representative agency in any 
city, town or village—unless by written 
mutual consent of said company and 
its primary agent. We recognize that 
the Metropolitan District of New York 
may be excepted territory. 

“We further reiterate the position 
taken by us in June, 1930, at the Com- 
missioners’ hearing in Chicago, viz.: 


On Acquisition Costs 


“That a flat and general scale of 
producer’s commission be fixed subject 
to a downward differential for non- 
company brokers. 

“Owing to the wide abuse in its 
use, until its significance has been 
clearly perverted and its original mean- 
ing practically vanished, we recommend 
that the title of “General Agent” be 
definitely abolished in the set-up of 
such code. 

“We further recommend that a new 
class of supervising agency represen- 
tation be established, clearly defined 
and appropriately named, whose ser- 
vice is to be compensated for to such 
extent and in such manner as may be 


Vice-President of Agents 





Wade Fetzer 
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agreeable to the company and the 
supervisor concerned. 

“We further contend that a binding 
agreement, or if need be, appropriate 
legislation be sought which would bring 
to the casualty and surety business a 
maximum limit regulation tantamount 
to Section 97 of the New York Code 
which, however, relates only to life 
insurance—in order that no advantage 
in ultimate resource or cost be per- 
mitted to discriminate as between 
branch offices and the agency system.” 


Congressman Fish’s Warning on 
Spread of Communism 


Warning the assemblage that public 
apathy toward the spread of com- 
munism was insidious to the welfare of 
the nation, Congressman Hamilton 
Fish of New York struck a high note 
in last week’s meeting. He also flayed 
American capitalists who lend material 
aid and skill to the Soviet states, and 
said that their “greed is helping to 
enrich Soviet Russia and hasten the 
time when world markets will be 
flooded with cut rate Soviet goods.” 


Must Protect Labor 


“The most serious and immediate is- 
sue is the protection of free American 
labor against competition from the con- 
vict and forced labor in Soviet Russia, 
which has seized and confiscated all 
lands and natural resources. The Five 
Year Plan in Russia is making marked 
progress, and in oil, lumber, wheat and 
cotton has been highly successful, due 
to the credit extended by American cap- 
italists and industrialists, the use of 
American engineering brains, and tech- 
nical skill, the shipment of tractors, 
combines, sawmill machinery and oil 
equipment. Lenin, who was a great 
man was right when he said that capi- 
talists will commit suicide for tempo- 
rary profit. That is just what Ameri- 
can capitalists have been doing by aid- 
ing a communist government, dedicated 
to the destruction of capitalism and all 
non-communist governments.” 


15 


In the face of the continued depres- 
sion, Mr. Fish emphasized the impor- 
tance of assuring the unemployed 
American workers that they would not 
suffer hardship during the winter 
months. If private charity fails to 
meet the occasion, he said, the govern- 
ment must step in and provide relief. 


Recommends Investigations 


Continuing his discussion of com- 
munism in the United States, Mr. Fish 
said that he did not believe the gov- 
ernment was in any danger from the 
revolutionary communists until the 
latter had made progress in other coun- 
tries. He advocated, however, that the 
Department of Justice be given full 
power to investigate communistic activ- 
ities in this country as a means of 
protection against possible harm. 


Patriotic Plea 


Closing his address with a plea for 
faith in the United States as a people 
with intelligence and patriotism enough 
to solve all its own economic problems 
to the best welfare of its citizens, Rep- 
resentative Fish said: 

“Let us rededicate ourselves to the 
proposition that a Government of the 
People, by the People and for the Peo- 
ple shall not perish from this earth. 
Let us reaffirm our belief in our repub- 
lican form of government, because it is 
the soundest, fairest, most honorable 
and best form of government ever de- 
vised by the mind of man. Let us 
cherish it and defend it against all of 
our enemies both from within and with- 
out, and serve notice that we do not 
propose to substitute Communism, So- 
cialism or Fascism for our Republican 
form of government, which is the best 
on earth.” 
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The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE Mutua. Lire or NEw YorK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Double Indemnity Benefits. It has many 
practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 
COMPANY 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
President 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 























General Agent 
Contracts 


Available for 
General Insurance Firms 


in 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


























ROCKFORD LIFE 
INSURANCE COMPANY 


Home Office: 
ROCKFORD, ILLINOIS 


a2 


For Direct Contract 
Write to 


FRANCIS L. BROWN, 


President 


HOME OFFICE 














| Columbus, Ohio 

















Permanent 


Satisfaction 
The Agency Contract of The 


Columbus Mutual provides perma- 
nent, all ‘round satisfaction. The 
Agent knows his patrons are getting 
Protection at Low Net Cost and that 
he is getting Maximum Commis- 
sions, with Vested Renewals and Un- 
restricted Territory. This company 
operates on the Direct Agency plan. 
Policyholders and Agents profit as a 


result. 


Columbus Mutual Life 
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Life Insurance and the Economic Depression 
(Continued from page 6) 


children, approximately 950 million dol- 
lars—a grand total of more than 2 
billion, 400 million dollars. This vast 
sum was one year’s result of the fore- 
sight and thrift of those who had saved 
in the past to protect themselves and 
their dependents against want in the 
future. Few transactions can match 
this record in amount or in importance. 

Now I want to make some practical 
suggestions. 

Give more thought to the life in- 
surance you now own. Remember that 
your life insurance policies are prop- 
erty, probably the best property you 
have. This property need cause you 
no worry. The value of your policy 
does not vary except to increase as 
you continue to pay your premiums. 

Do not borrow on your policies ex- 
cept as a last resort; because a policy 
loan puts a mortgage upon your con- 
tract, impairs its value and diminishes 
the amount of protection to your bene- 
ficiaries. But if you have made a policy 
loan in some extreme emergency, pay it 
off as soon as you can, so as to bring 
your investment and your protection 
back to their full value. If you cannot 
pay off your entire loan at one time, 
you can probably arrange with your 
company for instalment repayments. 
Your company will do everything within 
reason to make it convenient for you 
to do this. 

Review your policy contracts from 
time to time. Familiarize yourselves 
with the various privileges and options 
to which you are entitled. 

Do not let any one persuade you to 
alter or switch your policies without 
the best advice of the companies that 
issued them. If a change is advisable, 
have the change made in the company 
which insured you. If your policy is in 
the New York Life, see the New York 
Life about it. If it is in another com- 
pany, see that company. Beware of 
the so-called twister and abstractor or 
any agent who offers to save money for 
you by replacing your policy in another 
company. If you let some one switch 
you, he will surely make money but 
you will probably lose. 

Hold fast to your policy! Do not let 
your life insurance lapse if you can 
possibly avoid it, especially in times of 
uncertainty like the present, when in- 
surance is even more necessary, as a 
rule, than in times of prosperity. Life 
Insurance is an anchor to windward 
when other things fail you or your de- 
pendents. 

Hold fast to your insurance for rea- 
ons of economy. You will never get 
a new policy at the low premium of 
the younger age on which your present 
policy is based. 
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No doubt a great many who are now 
listening-in served in the Army or Navy 
and took Government Insurance during 
the World War. Do not let these poli- 
cies lapse. Keep them in force. Buy 
new insurance, when you need it, in 
some good company; but do not let 
any one persuade you to replace your 
Government policies by any other in- 
surance. Your Government policies are 
a direct obligation of the United States 
and the rates are lower than you can 
secure elsewhere for similar contracts, 
because the taxpayers are paying the 
operating expenses. 
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I should like to appeal particularly 
to the young people. 

I urge young men and women to se- 
cure all the life insurance they can 
while they are young as a savings plan 
for their own future and to create es- 
tates to protect their dependents. And 
I urge every father and mother, as they 
are interested in the future of their 
children, to see that they are taught the 
purpose and value of life insurance. 
Parents should help their children to 
take out policies at as early an age as 
possible. The earlier the age, the lower 
the rate. Taking out either life or en- 
dowment policies for children after they 
are ten years old and turning the poli- 


(Concluded on page 25) 








tions. 


THE ‘ 
PRUDENTIAL 
mas THE 


STPENGTH OF 
’ GIBRALTAR 








Chen the Going Is Rough 


The time to appraise men is when difh- 
culties must be surmounted. Anybody will 
find the travel pleasant on Easy Street. 


It is to the everlasting credit of 
the Life Insurance fraternity 
that they have preserved the 
great ideal of their calling de- 
spite adverse economic condi- 


Remember Stirling’s couplet: 


“A pilot’s part in calms cannot be spy’d; 
“In dangerous times true worth 1s only tried.” 


The Prudential 


Insurance Companp of America 


~” EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
































THE 
October Horoscope 


Famous persons born in October are Chris- 
topher Columbus, Liszt, Bancroft, Jennie 
Lind, William Penn, James Whitcomb Riley, 
Macaulay, Theodore Roosevelt and Chester 
A. Arthur. 
Hope, ambition, energy and courage are 
notable characteristics of people born this 
month 
Excitability is strongly marked, and if you 
re born in October you should keep a 
trong grip on your nerves and hold your 
temperament in constant check 


r 
The Opal is your lucky stone. 
Your lucky colors are dark blue and gray. 
|f you are in the life insurance business but 
not now under contract, it will pay you to 
contact the Royal Union. Our General 
Agency plan of operation offers ample room 
for your ambitions. Write us today. 


ROYAL UNION 
LIFE INSURANCE COMPANY 


Des Moines, lowa 














The Pioneer Book on Life Sales Demonstrations 


FIFTY INTERVIEWS 
—FIFTY SALES 


Compiled by KENILWORTH MATHUS 


A book that is 
different, contain- 
ing over 50 sales 
demonstrations in 
dialogue form on 
family income, re- 
tirement income, 
investment angles, 
younger ages, 
professional pros- 
pects, pure protec- 
tion, insurance 
trusts, program- 
ming on business 





$2.50 


=I insurance. 


The Approach—the Interview—Closing 
—Answering Objections—Conserving and 


Holding Business—ALL IN DIALOGUE. 
THIS IS THE BOOK FOR YOU! 


THE SPECTATOR COMPANY 
243 West 39th Street, 
New York City. 

Send me ......++..-. copies of Fifty Interviews—Fifty Sales 
and I will pay as indicated. © Cash herewith. O Upon receipt 
of bill. Price $82.50 per copy. 











A.C. TUCKER, Chairman of the Board J. J. SHAMBAUGH, Pres. sienna eben eeiiee 
B. M. KIRKE, Vv. P. & Field Mgr. W. D. HALLER, Sec’y. BI ws 6:6 466606-06656066060006 6600000 0000056 
— — ~————! 


























a TO AGENTS- 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
We operate in 26 
States, and the District 
cf Columbia and Porto 
Rico. 

If interested, write 

A. R. PERKINS, 


Agency Manager 









ets = Jefferson Standard 
"Life Insurance Company 


Greensboro, N. C. 






OVER 340 MILLIONS IN FORCE 


Assets Gain Nearly 





























15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905.570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94. 


Gain, 1930 over 1929 
$14,973,679.46 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, Iowa 
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Continental Assurance 
New Policy Forms 





Announced at Annual Agency 
Meeting; Club Cancels Trip to 
Aid the Unemployed 


Cuicaco, Oct. 6—Announcement of 
three new policy forms and improve- 
ment of a fourth, featured the annual 
meeting of the One-Two-O Club of the 
Continental Assurance here last week. 

The club meeting was preceded by 
the annual session of the General 
Agents and Managers Association, and 
was concluded with a special luncheon 
given by President Herman A. Behrens 
of the company to the members of the 
Two-Five-O Club, the senior honor or- 
ganization. 

The new policies include a readjust- 
ment multiple option contract; a new 
deferred cash refund annuity and a re- 
tirement income policy. These latter 
two provide loan values and stated op- 
tional settlements, but the contracts 
have not been offered for sale as yet, 
pending the formal approval of the 
insurance commissioners of the several 
States in which the company does busi- 
The company has increased the 
coupon value of its accelerated coupon 
option policy. 

The readjustment multiple option 
policy provides permanent protection, 
a definite thrift plan, a retirement or 
old age income plan, increased insur- 
ance at a very low guaranteed cost, 
definite settlement service to benefici- 
aries, and a program to meet changing 
conditions. 

The policy is written at a stated 

remium for the first year and at the 
end of this period the following op- 
tions apply: No. 1, about 40 per cent 
additional insurance, converting the 
policy to the ordinary life plan, at no 
nerease in premium. This option is 

iven automatically when no other se- 
ction is made. 

No. 2, by continuing the policy for 
‘he face amount and at the same pre- 
mium an endowment is provided for re- 
‘irement, which period of endowment 

determined by age at issue. 

No. 3, the premium may be reduced 

nd the policy is then continued for its 
face amount as an ordinary life con- 
tract. Double indemnity and disability 
necome can be provided as well as 
— of premium during total disa- 
ality. 


ness, 


HE SPECTATOR 
October 8, 1931 


APPOINTED BY PROVIDENT 
MUTUAL LIFE 





J. Stimson Scott 


The Provident Mutual Life Insur- 
ance Company of Philadelphia an- 
nounces the appointment of J. Stinson 
Scott, former agency assistant, to the 
general agency for the Rochester met- 
ropolitan territory. The appointment 
became effective Oct. 1, 1931. 

Mr. Scott is well acquainted with 
conditions in western New York, hav- 
ing lived in Buffalo most of his life. 
After graduation from the Wharton 
School of the University of Pennsyl- 
vania and the Carnegie School of Life 
Insurance of Pittsburgh, he served in 
the United States Army as _ second 
lieutenant. When the war was over he 
returned to Buffalo and became a rep- 
resentative of the Provident in the of- 
fice of his father, W. Miller Scott, 
general agent in Buffalo. His excellent 
direct mail work attracted the atten- 
tion of the home office in Philadelphia, 
where he was drafted to take charge of 
the preparation of all printed sales ma- 
terial. 








The usual income settlements are 
provided. 

Officers of the General Agents and 
Managers Association were elected as 
follows: Frank Copper, Columbus, 
Ohic, president; Allen Reager, Louis- 
ville, vice-president; Luther Moor, 
Dayton, seccretary-treasurer; and the 
following directors: B. F. McClelland, 
Rockford; J. P. Leatherman, Lansing; 
W. M. Hargarten, Milwaukee; and Sam 

(Concluded on page 28) 


Metropolitan Limits 
Disability 


Will Discontinue This Coverage 
After January 1, 1932 


Frederick H. Ecker, president of the 
Metropolitan Life Insurance Company, 
recently addressed the following letter 
to all managers and superintendents 
of the Metropolitan Field Force: 

“You will recall that at the Man- 
agers’ Convention last April, Actuary 
James D. Craig referred to the serious- 
ness of the situation concerning dis- 
ability insurance issued with Ordinary 
policies, and the advisability of adopt- 
ing a new underwriting policy in this 
connection. 

“After careful consideration, it has 
been decided that the writing of the 
disability annuity benefit in the Ordi- 
nary Department will be discontinued 
not later than Jan. 1, 1932. A waiver 
of premium benefit will be written with 
premiums and provisions somewhat dif- 
ferent than at present. 

“While some restricted form of dis- 
ability annuity benefit might be made 
available, such benefit would neces- 
sitate a reduction in the amount of 
monthly annuity, a substantial increase 
in the premium rates chargeable, and 
very careful underwriting, and would 
result, we think, in a benefit that would 
have little sales value. 

“T am sending you this preliminary 
announcement because of your interest 
in this important question and am 
confident that you will not permit your 
staff to make any special campaign or 
extra solicitation in anticipation of the 
discontinuance of the present disability 
annuity benefit. In fact, I am count- 
ing on you to review most carefully all 
applications for disability annuity and 
reduce to a minimum the applications 
for such provision submitted during 
the balance of the year. Instructions 
have been issued to the Ordinary De- 
partment to make their underwriting 
strictly conform with this procedure. 

“You will shortly receive a formal 
circular letter of detailed instructions 
necessitated by this change in policy.” 








C. L. Swanson, recently appointed 
general agent for the Minnesota Mutual 
Life at San Francisco; has established 
his headquarters for Northern Califor- 
nia in the Russ Building, where now 
more than fifteen life companies are 
housed. 


Life Insurance 
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Travelers Discontinues 
Income Disability 





Eliminated from Life Policies 
October 15; Continues Waiver 
of Premium Provision 


The Travelers Insurance Company 
is discontinuing the issuance of the 
Income Disability feature in Life pol- 
icies as of Oct. 15, but will continue 
to write a waiver of premium provision 
and the accident indemnity provision. 

In an announcement to field represen- 
tatives, Vice-President James L. How- 
says: “Under date of June 30, 
you were informed by this office 
changes were in con- 
templation in connection with the 
permanent total disability provision, 
and that you would be advised of the 
effective date of such changes as soon 
as they should be defini‘ely determined 


ard 
1931, 
that material 


upon. 

“A careful study of the situation 
convinces us that the restrictions which 
of necessity would be imposed on the 
disability income provision, the sub- 
stantial increase in rates which would 
be required, and the severe limitations 
as to eligibility, would result in so much 
confusion and disappointment to you 
and your clients that the continuance 
of an income disability provision under 
such circumstances is not justified. 

“The income disability provision will 
therefore be discontinued on Oct. 15, 
1931, and all applications signed after 
that date will be limited to premium 
waiver benefit. 

“The rate for the premium waiver 
benefit will remain unchanged until 
Jan. 1, 1932. Before that date you will 
be furnished with the new schedule of 
rates. There are no published rates 
for the premium waiver benefit on de- 
ferred annuities, so for the present 
such rates will be quoted in individual 
cases on application to the Home Office. 

“The new premium waiver disability 
provision effective Jan. 1, 1932, will 
be the same as that now being used, 
with the exception that the four months 
period of total disability required to 
qualify will be increased to six months, 
and retroactive action as to premium 
Waiver or premium refund will be 
limited to twelve months preceding date 
of notice. 

“We have always considered the pre- 
mium waiver disability benefit a legit- 
imate and almost inherent part of a 
life insurance contract in that it serves 
the purpose of protecting the insurance 
from lapse in the event of protracted 
disability of the insured. 

“Commencing Jan. 1, 1932, the termi- 
nation age for the additional indemnity 
provision will be 65 instead of 70 as 
at present. 


“This provision will now be con- 
sidered in connection with a life in- 
surance contract irrespective of the 
issuance of the disability benefit. But 
within the prescribed limits as to age 
and amount, let us invite all applicants 
for life insurance to apply as well for 
the premium waiver disability benefit 





and the additional indemnity provi- 
sion.” 
Des Moines, Iowa, Oct. 6.—A. L. 


Hammarstedt, connected with the State 
banking department since 1926, has 
joined the St. John-Carter general 
agency of the Equitable Life, of Iowa, 
in Des Moines 






“BACK TO WORK!” 


The Riehle Agency-Equitable Life, 
New York, inaugurated a “Back to 
Work!” campaign, starting on Oct. 5, 
with a special agency meeting and 
buffet supper party at their agency 
headquarters on the night of Oct. 1. 
The campaign will end on Nov. 16, on 
which day John M. Riehle, manager, 
will celebrate his 35th anniversary with 
the Equitable Life Assurance Society 
of the United States. The members 
of the agency are asked to write a 
minimum of six lives for a volume of 
$24,000. 








Helping 


forward-looking Agents. 


ties for success. 


Progressive Company. 








Who Sell 


| The Missouri State Life is constantly seeking new, 
effective ways to help its field men. 

nize the fact that our own success is dependent 
iipon the success of the men on the firing line 
—the men who sell. The Company’s remarkable 
growth and vitality is largely the result of this 
high conception of service. 


The progressive, pioneering spirit of the Missouri 
State Life makes strong appeal to live, aggressive, 


pany they like to represent. 
Life, Accident & Health, Group and Salary Sav- 
ings insurance multiplies the Agent’s opportuni- 
Its new, liberal policy forms 


offer unusually attractive selling plans. 


Men of high character and ability are offered a 
real future with the Missouri State Life — The 


MISSOURI STATE LIFE | 
INSURANCE COMPANY | 


HILLSMAN TAYLOR, President 
Life — Accident — Health — Group — Salary Savings 


the Men | 


We recog- 


It’s the kind of Com- 


Its multiple line of 





SAINT LOUIS 





| 
| 
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Health of Wage Earners 
Excellent in August 





Metropolitan Life Statistics Show 
Improvement Over Previous 
Years 


The general health condition of the 
wage-earning population of the United 
States was never so favorable as dur- 
ing the month of August, 1931, accord- 
ing to statisticians of the Metropolitan 
Life Insurance Company. They report 
a deathrate of 7.4 per 1000 among the 
Industrial policyholders of this com- 
pany for that month, and point out 
that the previous low figures for this 
cross-section of the population was 7.5 
per 1000 recorded for August, 1924. 

August was the fifth consecutive 
month in 1931 in which the mortality 
among these policyholders has shown 
an improvement over the corresponding 
month for 1920. The effect of this 
favorable experience during the spring 
and summer has been almost enough 
to offset the increased mortality for 
the early months of the current year, 
due to the influenza epidemic of last 
winter. For the eight elapsed months 
of 1931, the insurance company’s statis- 
ticians record a cumulative deathrate of 
9.1 per 1000, only 1 per cent above the 
lowest figure ever recorded for this 
period of the year, that of 1930. 

The Industrial policyholders living 
west of the Rocky Mountains had a 
year-to-date deathrate at the end of 
August of 6.4 per 1000. In Canada, 
the cumulative deathrate among Indus- 
trial policyholders dropped from 8.9 
per 1000 in 1930 to 8.2 in 1931. 

The insurance company’s statisticians 
say: “The excellent health conditions 
which have prevailed so far this year 
are indeed remarkable, in view of pre- 
vailing employment conditions. These 
factors would ordinarily have led us to 
expect an increase in the mortality 
rate.” The continued drop in tuber- 
culosis mortality is the outstanding 
and most favorable item in the health 
record for 1931. It is probable that the 
greatest year-to-year decline recorded 
for tuberculosis in many years will be 
registered this year. An _ especially 
favorable diphtheria record was ob- 
served in 1931. Other diseases which 
bid fair to register new minimal death- 
rates in 1931 are typhoid fever, 
diarrheal complaints and conditions re- 
lated to childbearing. 

It is stated that several diseases show 
more or less marked increases in mor- 
tality. Influenza, due to its widespread 
prevalence of last winter, is the most 
conspicuous among these. The most 
unfavorable item in the 1931 mortality 
record is that for cancer, where the 
cumulative deathrate has increased 6.6 
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per cent since 1930, an unusually large 
rise in any single year. The upward 
trend in the diabetes deathrate, ob- 
served since 1924, is still unchecked at 
the older ages. In fact, the rise in 
1931 bids fair to exceed any year-to- 
year increase recorded for several 
years. 

Small increases are shown in the 1931 
deathrate for both’ suicides and 
homicides. All forms of accidents, 
combined, showed a slight drop this 
year; but the deathrate from auto- 
mobile fatalities continues to rise, and 
it is predicted they will probably attain 
a new high point by the time the 
record for 1931 is completed.” 
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an obligation. 
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GOOD SHIPS: Only “stormy weather” really tests the safety of ships 
and financial institutions. Well-managed life insurance companies have 
come through every “storm”—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New York Life has 
weathered all Wars, Epidemics and Financial Crises:—The Mexican, 
Civil, Spanish-American, and World Wars;—The scourges of yellow 
fever, cholera and influenza;—The panics and depressions of 1857, 1861, 
1865, of the 70’s, of 1884, 1893, 1896, 1903, 1907, 1914, 1920-1921 and 
1929-1931. In all these years New York Life has never failed to meet 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 
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EQUITABLE LIFE OF IOWA MAKES 
RECORD FOR SEPTEMBER 

Des MoINgEs, Iowa, Oct. 7.—Accord- 
ing to a statement issued today by H. 
S. Nollen, president of the Equitable 
Life of Iowa, that company did the 
greatest business in September of this 
year than in any other previous 
September in 64 years. The company 
produced $7,503,135 worth of business 
during September, an increase of 
$1,907,000 over September, 1930, ac- 
cording to Mr. Nollen. 

Iowa led all States during the month 
with paid for production of $1,155,519. 
Ohio, Illinois, Pennsylvania and Cali- 
fornia followed close in order named. 
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Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 18699 


HERBERT M. WOOLLEN, President 








Guaranteed Guaranteed 
Benefits Low Cost 


We have desirable territory open in Cali- 
fornia and other states for experienced 
Insurance men of character and ability. 


LIFE : ACCIDENT : HEALTH 


HOLLYWOOD 








Liberal Agency: Contracts. 


INSURANCE 


Pacific States Life Insurance 
Company 
WILLIAM L. VERNON, President 
CALIFORNIA 

















| Sales Possibilities 
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Road Ahead 
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r future. Their opportuni- 


ties are limited only by their ability, and their willingness to 
f effort ne » win the success to which 
their talents entitle them. Which, by the way, is all that a 
ble man expects or an ambitious man hopes for: a 
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Peoria Life Insurance Company 


Peoria, Illinois 


Generous Contract . . . Full Policy Service 


George Washington Life Insurance Co. 











Undeveloped in Maryland! 


We Have Some of the Best 
Counties in the State Open 
for Direct Appointment. 


Sincere Home Office Cooperation. 





Charleston, West Virginia 














The Mutual Benefit Life Insurance Co. 


* 
Preface 


It was to the purpose of safeguarding 
financial futures that the Mutual Benefit 
was dedicated over eighty-six years ago. 
Experience gained in over three-quarters 
of a century of judicious investment of 
funds renders it one of the strongest fi- 
nancial institutions in the world today. A 
portfolio of the country’s soundest securi- 
ties back every outstanding policy con- 
tract. In view of these facts, insuring in 
the Mutual Benefit is a fitting preface to 
financial security. 


Newark, N. J. 





. - modern life insurance since 1845... 
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HENRY E. NILES BECOMES CON- 
SULTANT IN MANAGEMENT 


Henry E. Niles, for over six years 
assistant manager of the Life Insur- 
ance Sales Research Bureau, and more 
recently with Woodward, Fondiller & 
Ryan, has started his own busircss as 
consultant in management. He will 
specialize on problems of planning and 
control in insurance companies. 

The present appears to Mr. Niles to 
be a particularly important time for 
companies to analyze and control their 
work, so that they will avoid as far as 
possible unprofitable business and high 
overhead costs. 

Mr. Niles has had experience in 
agency and home office organization and 
control both from the angles of cost 
and personnel. He was secretary of the 
joint committee of the Research Bu- 
reau and the Life Office Management 
Association dealing with premium ac- 
counting and other problems. He was 
largely responsible for the bureau’s cost 
analysis work and its researches in 
market analysis and cooperative adver- 
tising. 

Mr. Niles’ headquarters will be at 
835 West University Parkway, Balti- 
more, Md. He will specialize on thor- 
ough work for a limited number of 


companies. 


MYRICK OFFICE PRODUCTION 


The paid-for business of the Julian 
S. Myrick office of the Mutual Life of 
New York, in New York, for the month 
of September was $1,762,300, as com- 
pared with $2,054,500 last year. The 
total paid-for business for the year to 
and including the month of September 
amounted to $28,185,705 as compared 
with $33,658,311 in 1930. 








The Colonial Life 


Insurance Co. 
High Point, N. C. 


Issues all forms of modern 
participating policies. Juven- 
ile, Non-Medical, Sub-stan- 
dard, monthly premium fea- 
tures. All agency contracts 
At- 
tractive agency openings in 
North Carolina, South Caro- 
lina and West Virginia. 
JOHN C. ABELS 


Vice President and Manager 


direct with Company. 
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UNION LABOR LIFE’S NEW 
JUVENILE POLICIES 


Matthew Woll, president of the 
Union Labor Life Insurance Company, 
Washington, D. C., has announced the 
issuance of new Juvenile Policies pro- 
viding an endowment at age 18, age 21 
and a 20-year endowment. The Juvenile 
Policies will be issued in units of $500 
on children between the ages of 3 
months and 9 years end 6 months. 

President Woll announced that the 
Juvenile Policies are the first of a 
series of new contracts which the 
Union Labor Life Insurance Company 
is making available to its field forces 


in order to round out the line of con- 
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tracts now issued by the company and 
complete the circle of protection to the 


family. 





APPOINTS RUTLEDGE H. DEAS 


Second Vice-President and Manager 
cf Agencies George K. Sargent an- 
nounces that the Mutual Life Insurance 
Company of New York has appointed 
Rutledge H. Deas as manager in Meri- 
dian, Miss., beginning Oct. 1, 1931, to 
succeed W. L. Wilson, who has re- 
signed. Mr. Deas will have as territory 
three counties in Alabama and sixty 
counties in Mississippi, and will occupy 
the company’s present office in the 
Threefoot Building in Meridian. 
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$1,200 PER YEAR, or 
5% RETURN on $24,000 PRINCIPAL, or 
12% RETURN on $10,000 


Yet You Can Now Leave That Income to Your Family for the Next 20 YEARS 
by Owning Only $10,000 of the 


MIDLAND FAMILY INCOME 





ILLUSTRATION—$10,000 CONTRACT—AGE 35 
IF DEATH OCCURS THE SECOND YEAR: 


CASH AT DEATH 


Optionally Provided by Dividend 


INCOME .. 

$100 Monthly—19 Years 
INTEREST 

Extra During Income Period 
PRINCIPAL 


20 Years from Date of Policy 


TOTAL 


Which may be increased by Disability 
and Accidental Death Benefit 


$3,730* 

22,800 
4,729* 

10,000 


41,259 








*(Based on 1930 Dividend Schedule—Subject to Increase or Decrease) 





PREMIUM RATES $10,000 


Age 25, $221.10 


Age 35, $293.10 


Age 45, $437.80 


WRITE FOR FAMILY INCOME LEAFLET 
ADDRESS 


The Midland Mutual Life Ins. Co. 


COLUMBUS, OHIO 


FOUNDED 1905 
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The fifty-ninth annual issue of this encyclopedia of the insur- 
ance business is available in three volumes. These books, which 
cover every insurance company operating in the United States, 
are compendiums of several complete insurance annuals and 


provide the following outstanding features: 
\W A Complete Reporting Service 


Mm mm 


A Detailed Financial Statement. 
A Statistical History. 

Underwriting Experience by States 

Essential Compilations of Miscellaneous Statistical Data. 


And in Addition 


A Comprehensive List of Over 50,000 Agents 
A List of Medical Examiners, Independent Adjusters and 


Attorneys Especially Qualified for Insurance Work. 


PRICES 


Life Insurance Volume, including Special Reports.......................22000000- $20.00 


Casualty, Surety and Miscellaneous Insurance Volume, including Monthly Bulletin and 
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Fire and Marine Insurance Volume, including Monthly Bulletin and Special Reports... ... 20.00 
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Life Insurance in the 
Economic Depression 


(Concluded from page 17) 


cies over to them as soon as they are 
self-supporting, will not only start 
them out in life with a gift of real 
value, but will assist them in early 
acquiring a sense of responsibility and 
habits of saving which will help them 
through their lives. 


Estate Conservation 


The man whose estate has shrunk 
during the past two years may see it 
restored to its former value when con- 
ditions improve; in the meantime, 
through life insurance he can restore it 
immediately to par for the protection 
of his family. In this respect life in- 
surance is important not only to per- 
sons of moderate means, but also to the 
wealthy whose property has decreased 
in present value. Even the rich man 
whose investments are all gilt-edge 
would be wise to carry enough life in- 
surance to provide cash for his debts, 
inheritance taxes, administration costs 
and other expenses in the settlement of 
his estate. This will protect his execu- 
tors against the necessity of sacrificing 
good property, possibly in a poor mar- 
ket, and safeguard his estate against 
shrinkage. 

Looking into the future, have you 
ever had this thought about life insur- 
ance? You have just a few really im- 
portant plans. You want an independ- 
ent income when it comes time to re- 
tire so that you will be safe and rea- 
sonably comfortable. You are saving 
also for the independence and safety 


of your family. You want your wife to 
have enough income to provide for the 
children and furnish support for her 
old age, if you do not live. If the home 
which you own is mortgaged, you want 
to leave it free and clear to your 
family. 

Through life insurance you can se- 
cure the realization of your essential 
plans for the future. Insurance can 
make you independent if you live; if 
you do not, it will retire your mortgage, 
provide your wife a life income, assure 
her additional income while your chil- 
dren are growing up, and pay for their 
education, all depending on the amount 
you invest in your policies annually, on 
the kind of policy you buy and on the 
arrangements you make as to the meth- 
ods of payment to your beneficiaries. 

The same policies serve to provide 
for you if you reach old age or for 
your loved ones if you do not. In ad- 
dition to its safety these are some of 
the reasons why life insurance is a wise 
investment for every person. Those 
who stick to their policies through thick 
and thin are never disappointed. If you 
stick to them they will stick to you. 


Companies Are Trustees 


And finally, I would urge you to keep 
in closer touch with your company and 
with the agents who have served you 
well. The companies you are insured 
in are glad to consult with you and ad- 
vise you about your life insurance 
problems. The executive officers of the 
great life insurance companies have a 
high sense of trusteeship and will do 
all they possibly can for the policy- 
holders whose interests are committed 
to their charge. 
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TABLE OF RANK FOR 1931 


This pamphlet shows the relative standing of more than 300 
old line legal reserve life insurance companies as of December 
31, 1930, in the ten key items of a company’s statement as re- 
Premium income; Total income; Payments to policy- 
holders; Total disbursements; Subdivided as to ordinary and in- 


Every life insurance agent should possess a copy of this pub- 
lication because this table will enable him to make a quick and 
easy estimate of the size and progress of every life insurance 
company. This pamphlet will soon be available for distribution. 





Price per copy—50 cents—Discount in quantities. 
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PAN-AMERICAN LIFE PUTS ON 
NEW DRIVE 


In a joint effort to increase new 
writings for the final quarter of 1931 
and at the same time enable its field- 
men to attain a substantial part of 
the quota set for the company’s next 
agency convention, the Pan-American 
Life is conducting an intensive drive 
for new business during the months. of 
October, November and December, ac- 
cording to word from Ted. M. Simmons, 
manager United States Agencies of the 
Company. The campaign, in which a 
challenge to the fighting qualities of 
the Pan-American’s agency organiza- 
tion has been thrown down, is not in 
the nature of a contest but emphasis is 
being placed upon the importance of a 
return to writing of more substantial 
forms of life insurance, through which 
the agent can create his own reward. 

With the opening of its final-quarter 
campaign, the Pan-American has also 
announced tke opening of the qualify- 
ing period for the next agency conven- 
tion of the company which will take 
place in New Orleans in January, 1933. 
While a qualifying period of 15 months 
will be allowed, qualification credits 
will be based on premiums collected 
instead of volume of insurance written 
and this requirement is expected to 
greatly improve the general tone of 
new writings submitted during the re- 
mainder of the current year and in 
1932. 

During the campaign a miniature 
newspaper, the “Campaigner,” will be 
issued depicting progress of the various 
agencies. The first issue, announcing 
the company’s convention and the open- 
ing of its final-quarter campaign, at- 
tracted considerable attention among 
the Pan-American Field organization. 
The consensus is that the new method 
of grading convention qualifiers is fair- 
er than any used by the company in 
the past. 





ALL SEPTEMBER RECORDS 
BROKEN 


All previous September production 
records for the Truman H. Cummings 
agency, Detroit, and H. O. Wilhelm & 
Company, Omaha, agencies of the 
Northwestern National Life of Minne- 
apolis, were shattered during the month 
just closed, as Northwestern National 
as a whole reported its second consecu- 
tive month showing a gain in new in- 
surance written this year over the cor- 
responding month of 1930. 

Both record-breaking agencies nearly 
doubled their best previous September 
marks, made in 1928, to finish second 
and third, respectively, among North- 
western National agencies for the 
month. The White & Odell agency, 
Minneapolis, was first. 
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Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 


President Secretary 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


Incorporated 1895 
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Don’t Miss This Chance! 


When a million dol- 
lar a month producer 
puts in writing how he 
does it so that any 
reader can adopt his 
methods, surely this 
is an opportunity not 
to be overlooked by 
any life insurance 
salesman. This is 
what Charles  P. 
Rogge has done and 
it is all available in 
the new book en- 
titled— 


SUPER-SELLING with ROGGE 


Mr. Rogge has put in this book reproductions 
of the cards he uses in his work, the sales let- 
ters he has found most casiee, articles he 
and his associates have written for the insurance 
press, and discussions of his methods by such 
men as Shaemas O’Sheel and “Ad Man” Davison. 
It offers a complete course on selling “big busi- 
” 
ness. 








Price per copy $3 
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OPPORTUNITY! 


Deslrable Territery Open fer Cemeral Agemeies 
Uibersi es traets. 


THE CAPITOL LIFE INSURANCE COMPANY 
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General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 


ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 


Life Accident Health Automobile Accident 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 sileasttientt Place, Newark, N. J. 
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New Campaign 





Eighth Consecutive Series of Na- 
tional Advertising Launched 
by Philadelphia Company 


With half page advertisements of 
the Provident Providor policy, the 
Provident Mutual Life Insurance Com- 
pany this month opens its eighth con- 
secutive national advertising campaign 
in the general magazines. The first 
advertisement of the series entitled, 
“Buy Yourself $200 a Month,” will run 
in The Saturday Evening Post, Time, 
Collier’s, Popular Science, and The 
Literary Digest. The American Maga- 
zine, Forum, and The Magazine of Wall 
Street are scheduled for later in- 
sertions. 

The company will also experiment 
for the first time with newspaper ad- 
vertising in eighty-seven of the coun- 
try’s principal cities from coast to 
coast. The newspaper experiment will 
probably carry some of the Providor 
advertising which has been so success- 
ful during the fiscal year just closed. 
Approximately sixteen thousand in- 
quiries have been received, and several 
millions of paid-for business are direct- 
ly traceable to the advertising, while 
further sales are being reported regu- 
larly. 

The advertising campaign will be 
supplemented by a direct mail cam- 
paign and a regular series of insertions 
in the leading insurance publications. 


KEFFER AGENCY PRODUCTION 


R. H. Keffer, general agent of the 
Aetna Life Insurance Company at 100 
William Street, New York City, has 
announced that the 100 William Street 
Agency paid for $1,627,757 during the 
month of September, 1931, as compared 
to $1,501,293 for the month of Septem- 
ber, 1930. 

The total business paid for by this 
agency for this year to Oct. 1, is 
$19,046,894. 





HOME LIFE GENERAL AGENT 


Richard E. Hendrian has been ap- 
pointed a General Agent for the Home 
Life Insurance Company of New York, 
with offices at 52 Broadway, effective 
today. Mr. Hendrian is a graduate of 
Dartmouth, where he was a member 
of the Delta Kappa Epsilon Fraternity. 
After a brief experience in the mer- 
cantile business he took up life insur- 
ance work a few years ago and for the 
past three years has been connected 
with the Travelers. He has been a con- 
sistent producer. 


THE SPECTATOR 
October 8, 1931 


Provident Mutual Opens 








mains unimpaired and is 


is truly a “Declaration of 








Regardless of wars, panics or periods of depression, 
a Life Insurance contract in The Manhattan Life re- H 


for in the individual policy. A Life Insurance policy 

and constitutes an essential part of any man’s estate. 

The Manhattan Life Insurance Co. 
Founded 1850 


654 MADISON AVENUE AT 60th STREET 
NEW YORK, N. Y. 





IFE INSURANCE during 1930 again demon- 
strated its worth as the world’s premier security. 


matured exactly as called 


Financial Independence,” 








THOMAS E. LOVEJOY, President 











BEST SEPTEMBER IN HISTORY 
OF COMPANY 


In a telegram to the company’s 65 
branch offices throughout the country, 
President M. A. Linton of the Provi- 
dent Mutual Life Insurance Company 
last night announced that the Septem- 









policyholders 


ber issued business of the company was 
the largest in its history, and that for 
August and September the issued busi- 
ness was 26 per cent ahead of the cor- 
responding months for 1930. Mr. Lin- 
ton states that this is the first clear 
sign of betterment that has been thus 
far reflected by the company’s business. 





inquiries from 


were sent during one month_ 
recently to agents of -- 





and prospects 







THE LINCOLN NATIONAL LIFE 


INSURANCE 





COMPANY , 


FORT WAYNE, IND. 
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California Notes 








Northern California headquarters of 
the John Hancock Mutual Life have 
been moved into the Russ Building in 
San H. J. Garretson, west 
coast will also located 
with the new offices, according to Karl 
L. Brackett, general agent for this 
territory. 


Francisco. 


supervisor, be 


* * - 


The Benjamin Franklin Life Insurance 
Company has been organized in Los 
Angeles by W. B. Stanfield and R. N. 
Stanfield. The former, who was at one 
time treasurer of the Inter-Southern 
Life, is president while R. N. Stanfield 
The company 
will operate as a mutual assessment or- 
upon legal 
methods. According to the 
Department of California, 
which recently issued the new organiza- 


is secretary-treasurer. 
ganization based 
rates 
Insurance 


reserve 
and 


tion a license to operate, the promoters 
plan to change over to a stock company 
at a later date. 


* * * 
H. J. Duker, president of the Sun- 
set Mutual Life of Los Angeles, and 


associates have taken over the dormant 
El Dorado Mutual Life Insurance Com- 
pany and will transfer to it all of the 
former company’s assessment business. 


The Sunset Mutual recently changed 
from a pure assessment or “pass the 
hat” organization to a pure mutual 


writing on the legal reserve basis. It 
has about 4000 of the old policyholders 
which will now be assumed by the El 
Dorado. The latter association was or- 
ganized by T. D. Thomason, at one 
time manager at San Francisco for 
the Northern Life of Seattle. 














In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 


Springfield, Massachusetts 


Organized 1851 


More Than Two Billion Dollars 


of Insurance in Force 
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Scranton-Pittsburgh, Pa. 


Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those 
with clean records and with ability to handle such 














TRAINING NEW SALESMEN 
INDIANAPOLIS, IND., Oct. 5.—A field 
for the training 


in 


demonstration school 
of 
Logansport, Ind., recently by the Busi- 
Men’s Assurance Company of 
Kansas City. The school carries out a 
policy of the company adopted some 


new salesmen was conducted 


ness 


time and proved popular in the 
Eight 
or ten beginners in the life underwrit- 
field into the 


where they were paired with an equal 


ago 
region surrounding Logansport. 
taken school 


ing were 


number of veteran salesmen. Each day 
a certain time is spent in learning the 
of 
proper sale, and then each pair goes 
out into the field, the veteran doing the 
sales work and the tyro seeing actu- 
The school 
under the supervision of F. W. Moller, 
Indiana manager. 


fundamentals insurance and _ its 


ally how it is done. was 


Continental Assurance New 
Policy Forms 
(Concluded from page 19) 


Fleager, the retiring president, and 
R. W. Hyman & Compnay, Chicago. 

A most commendable attitude on the 
part of the members of the Two-Five-O 
Club were revealed at the meeting. 
This club was scheduled to make a trip 
up the St. Lawrence, and the company 
had. made all arrangements, including 
the berth reservations. However, the 
members of the club voluntarily and 
without the knowledge of the officers 
of the company, got together and voted 
to dispense with the trip in favor of 
unemployment relief. Accordingly the 
company is turning over to each mem- 
ber of the club the money that would 
have been spent in his entertainment, 
and he is donating the check to a local 
charity in his home town, preferably 
unemployment relief. 








Organized 


Guardian Home Office and the 


50 UNION SQUARE 








The $l-a-Week Plan, the Family Income Presentation, the 
Estate Digest, and the Special Income Annuity Presentation are 
only a few features of the tangible cooperation between the 


"THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


Operating 


The Guardian Fieldman is equipped with organized visual 
presentations of proved selling power to satisfy the demands of 
today’s life insurance estate builders. 


Field. 
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NEW YORK CITY 
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Insurance Advertising Conference 
Awards Announced 


Boston, Springfield F. & M., and American of Newark 
Among Fire Companies Honored 


TORONTO, ONT., Oct. 5. 

Winners of the coveted awards of- 
fered annually by the Insurance Ad- 
vertising Conference for excellence in 
various branches of insurance advertis- 
ing, were announced here this morning 
at the opening session of the organiza- 
tion’s yearly convention. 

The three major prizes were won by 
the following companies: 

The I. A. C. Trophy—For general 
excellence in material submitted—To 
the Boston and Old Colony Company, 
of Boston, Mass. 

The Conservation Cup—For the com- 
pany that “submits the best printed 
piece or series of pieces created during 
the year to encourage conservation of 
business.”—To the Prudential Insur- 
ance Company of America, Newark, 
N. J. 

The Rough Notes Plaque—For the 
best advertising in the insurance trade 
journals—To the Springfield Fire and 
Marine Insurance Company, Spring- 
field, Mass. 

In addition to the winners, two com- 
panies were selected in each of these 
three competitions for honorable men- 
tion. They were: 


HONORABLE MENTION 


I. A. C. Trophy—Aetna Casualty & 

Surety Company, of Hartford, Conn., 
and Great West Life Assurance Com- 
pany of Winnipeg, Canada. 
Cup — Northwestern 
National Insurance Company of Min- 
neapolis, Minn., and Connecticut Mu- 
tual Life Insurance Company of Hart- 
ford, Conn. 

Rough Notes Piaque — America 
Fore, New York, and Fidelity and 
Deposit Insurance Company, of Balti- 
more. 

Other companies awarded certificates 
of distinction as the winners in various 
classifications follow: 

House Organs—Best of all submitted 
by Connecticut Mutual. 

Life Group—Connecticut 
first; Reliance Life, second. 


Conservation 


Mutual, 
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Fire and Casualty Group—Standard 
Accident, first; American Insurance 
Company, second. 

Single Folders—Best of all submitted 
by Equitable Life Assurance Society. 

Life Group—Equitable Life, first; 
Connecticut Mutual, second. 

Fire and Casualty Group—Aetna 
Casualty, first; Boston Insurance Com- 
pany, second. 

Series of Folders—Best of all sub- 
mitted by Boston Insurance Company. 

Life Group—Connecticut Mutual, 
first; Imperial Life, second. 

Casualty Group—Boston Insurance 
Company, first; Standard Accident 
Company, second. 

Fire Group—Honorary citation to 
American Insurance Company series 
(only entrant in this class). 

Posters and Window Display—Best 
by Liverpool and London & Globe; 
Aetna Casualty, second; Equitable Life 
Assurance Society, third. 

Field Material—Best by 
Standard Accident Company. 

Greetings Cards—Best by Provident 
Mutual. 

Novelties—Best by Protective Life. 

Calendars—Best by Great West Life. 

Blotters—Best by Aetna Casualty; 
second, Union Indemnity; third, Equi- 
table Life of Iowa. 

Campaign Promotional Material— 
Best by Equitable Life of Iowa. 

“Ad” Service (promotion of local 
advertising among agents)—Best by 
Boston Insurance Company; second, 
Aetna Casualty & Surety; third, Great 
West Life. 

Sales Presentation Material—Best by 
Jefferson Standard; second, Monarch 
Life; third, Imperial Life. Honorary 
citation, Royal Indemnity. 

Agent Instruction Material—Best by 
Monarch Life. Second, Reliance Life; 
third, Aetna Casualty & Surety. Hon- 
orary citation, London Assurance. 

Leaflets and Postcards—Best by Con- 
necticut Mutual. Second, Confedera- 
tion Life; third, Atlas Life. 


Service 


National Brokers Ass’n 
Favored in Chicago 





Brokers There Consider Advan- 
tages; Will Be Discussed in 
N. Y.; Swope Plan Argued 


CHIcaco, Oct. 6.—Plans for the pro- 
posed National Association of Insur- 
ance Brokers are rapidly taking definite 
form, it was revealed at the quarterly 
meeting of the Insurance Brokers As- 
sociation of Illinois on Monday. 

The proposed association will be 
seriously discussed at the annual ban- 
auet of the General Brokers Association 
in New York on Oct. 27, when the 
Illinois Association will be represented 
by Arthur Gallagher, chairman of the 
special committee, and Martin Johnson. 
The proposed association was first 
broached by the Illinois Producers sev- 
eral months ago. 

Cooperation between the life insur- 
ance producers and the big employers 
to see that the individual employees 
are adequately covered with life insur- 
ance, both group and ordinary, would 
do much to eliminate the agitation for 
unemployment insurance, declared 
Frank P. Lavin, president. Mr. Lavin, 
in discussing the proposal of Gerard 
Swope, declared that a general program 
of unemployment insurance would 
cause the government to interfere, 
which contingency he vigorously op- 
posed. 

He asserted that if the employers in 
the past had shown the right spirit 
toward life insurance and had per- 
mitted the proper covering of their em- 
ployees, much of the hardships of the 
present would have been circumvented. 
He referred to the emergency funds 
available through loans on policies. 








Booklets—Best by Provident Mutual. 
Second, Travelers; third, Imperial Life. 

Literature for Procuring New Agents 
—Best by Equitable Life of Iowa; sec- 
ond, Connecticut Mutual; third, Boston 
Insurance. 

Company Literature—Best by Amer- 
ican Insurance Company. Second, 
North American Life; third, Reliance 
Life. 

“Agents’ Helps” Material—Honorary 
citation to Southland Life. 

(Concluded on page 33) 
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$24,000,000.00 
Phe coal comes a mighty dirigible. It has crossed oceans, combatted head- 
atumemantgnabaanes winds, outridden storms and come through unscathed. Strength 
Surplus to Policyholders ae ; 
$60,398,755.35 and power scientifically applied and expertly controlled have con- 
Additional Funds quered the air. > The financial strength of The Home Insurance 
$38,936,368.00 
(Pro Rata Uneerned Premivms) Company of New York has: attained an unsurpassed height through 
le — ty ss ‘ities the consistent building up of a financial reserve capable of outriding 
end other obligations 
$12,754,865.55 the strain of constantly occurring losses and the occasional 
ee heavy burden of conflagration. » Guided by the hands of 
of current balances peyedle on = a = 7 > 
$112,089,988.90 experienced underwriters the policy of The Home is always safe, 
‘ Hi sound and dependable. » » » » » 
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News of San Francisco and the Coast 


Brokers’ Exchange Birthday 


Cause and Effect 


HE following is a report submitted 
je the California Industrial Accident 
Commission by the Pacific Gas & Elec- 
tric Company on an accident which 
caused serious injury to an employee, 
who thus was awarded compensation 
payments. The report says: 

“Mule on which man was riding 
stepped on nest of yellow jackets; in 
commotion which followed mule became 
entangled in guy wire, which, in turn, 
pulled pole over causing 60 KV line to 
fall onto and electrocute mule. The 
animal fell on employee, fracturing sev- 
eral of his ribs and when current was 
turned on for test he sustained burns 
on his leg.” 

* * * 


National Union May Join Board 


One of the most persistent rumors 
in San Francisco’s insurance district all 
last week while John M. Thomas, pres- 
ident of the National Union was in 
the city, was to the effect that the com- 
pany was planning to re-enter the 
Board of Fire Underwriters of the 
Pacific as soon as the necessary ar- 
rangements and agreements could be 
worked out. 

At the Los Angeles convention of 
the National Association of Insurance 
Agents Mr. Thomas intimated that the 
National Union would again become an 
organization company as rapidly as 
possible. 

* a * 


Factory Ins. Ass’n. for Coast 


The special committee of fire com- 
pany managers selected to investigate 
the proposal that the companies, mem- 
bers of the Board of Fire Underwriters 
of the Pacific, organize a factory in- 
surance association similar to those 
already active in the East and Middle 
West, has been instructed to complete 
the organization of such an association. 
General agents, it is said, are opposed 
to the proposal. 


e £ & 
Kenneth Watson Back 


Kenneth Watson, former member of 
the general agency firm of Watson & 
Taylor of San Francisco, which recently 
passed into the hands of two employees 
and now known as Richards & Rhorer, 
has returned to the fire insurance busi- 
ness. Mr. Watson has joined the old 
general agency concern of Edward 
Brown & Sons as an assistant secre- 
tary. He is a veteran of the “street” 


having been connected with his old firm 
for thirty years and active prior to that 
time. 
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On Oct. 14 the San Francisco Insur- 
ance Brokers Exchange will be twenty- 
fives year old and an informal reception 
in honor of the “birthday” is to be 
held at the Mark Hopkins Hotel, ac- 
cording to announcement made by 
Charles H. Turner, president. A com- 
mittee consisting of Edwin A. Schmitt, 
who is credited with being the father 
of the organization, A. G. Virden, Her- 
bert Stockton and Milton E. Meyer, 
have charge of the celebration. 

The San Francisco Insurance Brokers 
Exchange was formed following the 
San Francisco earthquake and fire as a 
result of the chaotic conditions at that 
time. The task of getting all of the 
old “city solicitors” interested in such 
an organization, particularly as_ it 
meant complete disconnection with their 
former companies to go on a brokerage 
basis, was a difficult one, according to 
the pioneers who sponsored the move- 
ment and accomplished the purpose. 
The Exchange is generally credited with 
being the principal factor in maintain- 
ing stable fire conditions in San Fran- 
cisco and the elimination of rate wars 
in that city. 


s ¢ @ 


Walter D. Young Dies 


Walter D. Young, popular special 
agent for the Niagara in Northern Cali- 
fornia since 1912, died Thursday, Oct. 1 
while enjoying his annual vacation at 
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INSURANCE MEN ON NEW YORK 
UNEMPLOYMENT COMMITTEE 


Ernest Sturm, chairman of the Amer- 
ica Fore Group, has been appointed a 
divisional chairman of the Commerce 
and Industry Division of the Emer- 
gency Unemployment Relief Committee, 
it was announced recently by Harvey 
D. Gibson, chairman of the committee. 
Mr. Sturm will head the activities of 
the fire insurance companies in the 
division. 

Other divisional chairmen in the in- 
surance field are: Bertram C. Gendar 
of Lewis & Gendar, insurance agents 
division; Richard Deming, vice-presi- 
dent, American Surety Company, cas- 
ualty and surety companies division; 
and William Schiff of Schiff, Terhune 
& Company, insurance brokers division; 
and Hawley T. Chester of Chubb & 
Son, marine insurance division. 

Last year Mr. Schiff was chairman of 
the insurance brokers group in the 
Commerce and Industry Division of the 
Emergency Employment Committee, 
which raised over $8,000,000 to place 
men and women at emergency jobs. 

The members of Mr. Sturm’s com- 
mittee will be F. W. Koeckert, E. C. 
Jameson, William H. Koop, Frank E. 
Burke, Cecil F. Shallcross and J. Lester 
Parsons. 








Lake Tahoe. Mr. Young was taken ill 
early in the morning and died while 
being taken to a Reno, Nev., hospital. 
He was one of the most popular field 
men on the Pacific Coast. He was 53 
years of age and leaves a widow. 
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ly... it’s the extra service to agents 


and assureds that counts. 
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Ohio Farmers 


Reputation Still Grows 


The Ohio Farmers Insurance Company has had a 
reputation as a reliable, fair, and generous institution since 
it started business in 1848. Generous in cooperation with 
agents! Generous and prompt in settling just claims with 


policyholders! 


This reputation is still growing. It is being added to 
daily. Standards established back in the ’50s, ’60s, and 


’70s are being improved in the ’30s. 


Agents who appreciate such a reputation and who can 
do their share in extending it are invited to write to 


the home office at LeRoy. 


OHIO FARMERS 
INSURANCE CO. 


Organized 1848 


LeRoy Ohio 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 
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Insurance Ad-Men at Toronto 


(Continued from page 13) 


agents’ offices and are thereby made 
conscious of the activity of the adver- 
tising department. 

In a discussion of the efficacy of nov- 
elty advertising opinion seemed to be 
that novelties are generally only of 
benefit to the companies when they 
form a part of a definite campaign for 
one or two specific lines. 

Mr. Rickerd, whose company has had 
perhaps more experience than any 
other in the group with sales letters 
sent to lists supplied by local agents, 
has found that personalized letters 
made on automatic typewriters by a 
process which permits the typing of 
the name of the addressee in the body 
of the letter is, by far, the most effec- 
tive letter process. These electric type- 
writers produce a letter which is ab- 
solutely the same as individually type- 
written letters. This is evidenced by 
the high percentage of replies received. 
He told of another improved method 
of obtaining replies: Making carbon 
copies, at the time of original impres- 
sion, of the electrically typewritten 
letters and sending the carbon copy, 
along with a short letter pointing out 
to the addressee that the first letter 
had not yet been answered. By this 
method 80 per cent replies were ob- 
tained in some campaigns. 

Mr. Rickerd also contributed some 
iluminating information on the subject 
of requiring agents to pay for the ser- 
vices rendered them by the advertising 
department. Obviously the advertising 
department can give far more effective 
service to local agents where this is 
done and, moreover, no material is 
wasted. It was found necessary, how- 
ever, to assure agents with utmost sin- 
cerity that their mailing lists, sent to 
the company, would be held in absolute 
confidence and to invite the agents to 
inspect the locked files kept for this 
purpose whenever they saw fit. 

In the course of a discussion about 
house organs it was‘brought out that 
most of the material for the magazines 
must be written in the advertising de- 
partment despite the fact that its mem- 
bers are often not as familiar as the 
various underwriters with the technical 
aspects of the matter discussed in the 
article. 

A letter was presented from a large 
fire insurance company telling of the 
many printing jobs which should really 
be paid for by the agents which the 
company was doing. The group agreed 
that there is but Ittile reason or ex- 
cuse for the printing plant or depart- 
ment of any company printing special 
booklets, leaflets or letters for an agent 
unless that material, with a change in 
imprint only, could be applied with 
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equal value to the other agents of the 
company. 

A discussion was raised by the ques- 
tion of whether company advertising 
men are designing their advertising for 
the approval of other advertisng men 
or for actual results. Mr. Ennis very 
ably pointed out that any advertising 
which gets results should be admired 
by advertising men and, likewise, any 
advertising which is admired by com- 
petent advertising men should be effec- 
tive. Several members told of their 
methods of obtaining definite informa- 
tion about the results developed by their 
advertising. Obviously, however, so 
many other elements enter into the 
selling of insurance that it is extreme- 
ly difficult to measure the exact value 
of the advertising in this selling 
process. 

Ray C. Dreher of the Boston Insur- 
ance Company told the group that he 
always tests the relative effectiveness 
of several pieces of advertising through 
one of their agencies before printing 
the material in quantity for distribu- 
tion to all their agents. Mr. Taylor 
follows the practice of sending ques- 
tionnaires to American agents asking 
about the effectiveness of the various 
advertising helps distributed. 

All in all, this group meeting was 
very constructive and helpful. 

Tuesday the Conference divided its 
sessions with one exception, when 
prizes were awarded into two sections. 

The life group, with Kenilworth 
Mathus presiding, devoted practically 
their entire day to discussions of bet- 
ter procedure for improving methods 
of contacting with field men, policy- 
holders and prospect. Frank talks be- 
tween delegates brought out successful 
devices used by individual companies in 
promotion and publicity work. 

Among the topics most interesting 
were those on direct mail, sales litera- 


ture, display advertising, salesman’s 
magazines, postal card prospecting, 
magazine and newspaper publicity. 


Moving pictures of material used in 
selling were a feature. 

After prepared talks had been pre- 
sented, a round table discussion on the 
various topics developed many worth- 
while hints for advertising directors. 
Among the many who led the discus- 
sions were J. N. Babcock, Excelsior 
Life; Robert H. Pierce, Aetna Life; 
William Wallace, Confederation Life; 
Bert Milis, Bankers Life; Bart Lieper, 
Pilot Life; Edgar Paul Herman, Lincoln 
National; Henry Putnam, John Han- 
cock; D. B. Slattery, Penn Mutuai; 
Charles C. Fleming, Life Ins. Co. Vir- 
ginia; T. M. Rodlum, Acacia; Arthur 
H. Reddall, Equitable. 
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Presiding at the round table talks 
were Cyrus T. Stevens, Phoenix Mu- 
tual; Nelson A. White, Provident Mu- 
tuaal; Stewaart Anderson, Penn Mu- 
tual; Charles F. Fleming and Bert N. 
Mills. 

Officers selected by the life group 
were Kenilworth H. Mathus, chairman; 
Bart Lieper, secretary-treasurer, and 
Edgar Paul Herman and Eustace A. 
Brock, members of the joint advisory 
board. A rearrangement of the by- 
laws and the modus operandi as between 
the life and fire and casualty groups 
has been arranged to be announced at 
the final session of the convention 
Wednesday. 

The second session, today, of the fire 
and casualty group of the Insurance 
Advertising Conference enjoyed a fine 
talk upon “Safety and the National 
Bureau” by Thomas M. Hanley, director 
of public information of the National 
Bureau of Casualty and Surety Un- 
derwriters. It is summarized else- 
where in this issue. 

C. E. Rickerd, chairman of the com- 
mittee on safety in advertising, ren- 
dered a very complete report showing 
that his committee has accomplished 
many outstanding services to the cause 
of safety and conservation in the past 
year. He displayed many advertise- 
ments of various automotive and indus- 
trial products in which safety was 
stressed as a result of the work of his 
committee. 

C. W. Van Beynum of the Travelers 
Insurance Company gave an interesting 
talk upon the safety advertising cam- 
paign which the Travelers has con- 
ducted in recent months. Particularly 
outstanding was an easel portfolio de- 
signed to be displayed during lectures 
on safety. This portfolio has been 
used, and is being used, by hundreds of 
Travelers managers and inspectors in 
promoting the cause of safety. 


Advertising Awards 
Announced 
(Concluded from page 29) 

Broadsides—Best by Reliance Life. 

Sales Letters (Direct Mail Material) 
—Best by Standard Accident; second, 
Penn Mutual; third, Provident Mutual. 
Honorary citations to Boston Insurance 
Company and to Bankers’ Life Insur- 
ance Company. 

Policy Jackets—Honorary citation to 
Imperial Life. 

The Insurance Advertising Confer- 
ence exhibit for 1931 excelled in quality 
and quantity any previous effort and 
under the direction of Robert H. Pierce, 
of the Aetna Life, it has procured 
entries from many foreign countries. 

An outstanding feature of the com- 
petition was the personnel of the Board 
of Judges. 
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NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N. H. 
ASSETS $12 750,177.97 


TOTAL LIABILITIES EXCEPT CAPITAL 


$6.369.438.96 


POLICVHOLDERS SURPLUS 
$11,380, 739.01 


SIXTY-ONE YEARS OF ACHIEVEMENT 
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Marsh & McLennan 
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164 W. Jackson Blvd., Chicago 
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FOURTH EDITION 


Thoroughly Revised, Improved and 
Greatly Enlarged 


Fire Insurance Inspection 


and Underwriting 
By Dominge and Lincoln 


Members of National Fire Protection Assn. 


Over 5500 different subjects treated 
Numerous illustrations 


1150 pages of timely information—knowledge which may 
make profit or prevent loss. A book which no fire under- 
writer can afford to be without. 


A Complete Text and Reference Book 
for All Insurance Men, comprising 


Processes and Materials Used in Manufacturing and Mer- 
cantile Establishments—Chemicals and Fire Hazards De- 
scribed—Causes and Lessons Learned in Prominent Fires— 
Effect of Fire, Smoke and Water on Contents—Dangerous 
Subjects Under Trade Names—Definitions of Insurance 
Words and Phrases—Descriptions of Various Forms of In- 
surance—Standard Policy Thoroughly Explained—Alphabeti- 
cally Arranged and Well Cross-indexed. 
PRICES: 
Per Copy (regular edition) $6.50 
Edition de luxe, real flexible leather, gilt edges, thumb 
indexed, $10 


THE SPECTATOR COMPANY 
Division of United Businese Publishers, Inc. 
243 West 39th Street 


NEW YORK 
CHICAGO BOSTON 


for progressive agents... 





Life 
Underwriting 
Efficiency 
by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





The Spirit 
of Life 
Underwriting 


by Walter Claf 


In thts book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions 
answers to the June, 1931, C. L 
Degree examination. 


_ Price $1.00 


12 coptes, $1v. 





NEW ORLEANS 














ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 


LOUISVILLE, 


KENTUCKY 
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U. S. Chamber Stresses 
Fire Prevention 





Urges Reduction in Fire Loss as 
Means of Lightening Distress 
During Depression 


WASHINGTON, D. C., Oct. 2.—In- 
creased efforts on the part of the Cham- 
ber of Commerce of the United States 
in behalf of maximum reduction of the 
notional fire loss as a means of light- 
ening the distress of depression were 
recommended by the chamber’s insur- 
ance committee at its meeting in Wash- 
ington Oct. 1. 

With heavy unemployment 
enced throughout the country, it was 
pointed out, it is incumbent upon civic 
organizations and the public to take 
all possible steps to prevent fires, par- 
ticularly in industrial plants where 
they might lead to further unemploy- 
ment. 


experi- 


Discussing the various activities of 
the chamber’s insurance department, 
the committee gave its approval to the 
work which is being done in connection 
with the support of measures to carry 
out the principles of the model arson 
law, the anti-theft and other provisions 
of the uniform vehicle code, the model 
marine insurance law and financial re- 
sponsibility measures for automobilists 
and in opposition to measures increas- 
ing special insurance licenses, taxes 
and fees, providing for compulsory au- 
tomobile insurance and _ establishing 
monopolistic State workmen’s compen- 
sation funds. 

The committee also discussed a num- 
ber of other subjects which will come 
before the department for consider- 
ation, including unemployment insur- 
ance, old age pensions, health conser- 
vation and insurance legislation. 


“The excessive annual loss of ap- 
proximately $500,000,000 through de- 
struction by fire is largely preventable 
and constitutes a serious national loss 
of created resources and is a deplorable 
economic drain,” the committee asserted 
in its fire-prevention resolution. 

“It is just now especially timely that 
involuntary unemployment occasioned 
by the interruption of business or the 
shutting down, discontinuance or re- 
moval of industrial plants damaged or 
lestroyed by fire, be avoided. 

“Be it resolved that the chamber urge 
he public and local chambers of com- 
merce to bend every effort to induce a 
keener fire prevention consciousness 
ind interest to the end that such waste 
re lessened, through devoted attention 
‘o the removal of fire hazards and the 
mprovement of private and public fire 
‘reventive equipment and measures.” 
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MERGER OF KNICKERBOCKER 
AND BROOKLYN FIRE 


The merger of the Knickerbocker In- 
surance Co., of New York, and the 
Brooklyn Fire Insurance Co. has been 
unanimously approved by the directors 
of the two companies, subject to the ap- 
proval of the stockholders and the Su- 
perintendent of Insurance of New York. 

The consolidated company will be 
known as Knickerbocker Insurance Co. 
of New York and will operate under 
the management of Corroon & Rey- 
nolds, Inc. The merged company will 
have a capital of $1,000,000 and the 
balance of the combined assets of both 
companies above all liabilities will be 
transferred to surplus account. 

The officers will be: R. 
chairman of the board of directors; 
William M. Tomlins, Jr., president: 
Stephen V. Duffy, George W. Spence, 


A. Corroon, 


News from the 


WARDING of fire insurance con- 
tracts covering State property, 
for a period of one year, 
Oct. 1, the awards being made to 72 
separate agents in 33 counties in Ala- 
bama, was announced last week by Di- 
rector W. F. Feagin of the State 
of Administration. 

Amount of this insurance, Mr. Fea- 
gin said, was $7,727,095, and _ the 
amount of premium $54,921.15. The 
total amount of fire insurance on State 
property was $25,952,400, of which 
$18,225,305 was carried in the State 
Insurance Fund, and _ $7,727,095 in 
standard stock fire insurance 
panies. 

The State insurance fund which ha: 
been in operation since Oct. 1, 1923, 
has a surplus of $245,513.96. That part 
of the insurance placed in the State 
insurance fund was written at a dis- 
count, Mr. Feagin said, of 40 per cent 
below the rate charged by the stock 
companies. 

In addition to the surplus referred te 
of $254,513.96, it was made known, the 
fund has saved the taxpayers of the 
State approximately $600,000 in dis- 
counts, or a total saving in the eight 
years of operation of over $850,000. 

* * + 


beginning 


Soard 


com- 


Scuttler Sentenced 

A sentence of seven years in the 
federal prison in Atlanta and a fine 
of $5,000 was the punishment meted 
out to Capt. John G. Murphy in Federal 
Court at Mobile, Ala., following his 
conviction on a charge of having con- 
spired to scuttle a ship he owned in 
order to collect insurance. Captain 
Murphy filed notice of an appeal to the 
U. S. Circuit Court of Appeals and 
bond was fixed in the sum of $20,000, 
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SPECIAL RISK DEPARTMENT FOR 
AMERICAN’S WESTERN DEPT. 


The Western Department of the 
American of Newark, located at Rock- 
ford, Ill., has established an improved 
risk department in charge of J. B. 
Andrews. This revision in the Under- 
writing Department calls for the segre- 
gation of ail sprinklered business, use 
and occupancy, explosion, riot and civil 
commotion sprinkler leakage, traction 
lines, power plants and kindred business 
under the supervision of this new de- 
partment. 








George R. Halahan, Jr., J. F. Corroon 
and H. O. McLain, vice-presidents; 
William S. Irish, treasurer; W. J. Rey- 
nolds, E. S. Inglis, J. A. Campbell, W. 
Hi. Thrall and J. R. Barry, vice-presi- 
dents and secretaries; and C. Wissman, 
secretary. 


Southern Field 


which Captain Murphy posted within 
a short time. 
* * * 


C. C. Greer to Speak 
Charles C. Greer, State Superintend- 
ent of Insurance, will be the speaker at 
the meeting Oct. 16 of the Birmingham 
Association. Mr. Greer formerly lived 
in Birmingham and was a member. 
eS 2 «© 


Clarksdale Meeting 


CLARKSDALE, Miss., Oct. 5.—Approxi- 
mately 90 insurance men from all sec- 
tions of the Delta attended the meeting 
of the Yazoo-Delta Local Agents which 
was held in Clarksdale with the presi- 
dent, Harry W. Watson, of Lexington, 
presiding. Louis Bergman of Green- 
ville, is the secretary of the association. 

Addresses were made by Senator 
John Culkin of Vicksburg; George D. 
Riley, Insurance Commissioner-elect of 
Jackson; Lloyd T. Wheeler, secretary 
of the Mississippi State Rating Bureau, 
and Chief R. W. Maxwell of the Clarks- 
dale fire department. 

* * * 


Jefferson County Court House 


BIRMINGHAM, ALA., Oct. 5.—Agents 
of stock companies have been awarded 
the $2,600,000 insurance on the Jeffer- 
son County court house. Details of the 
distribution of the coverage was han- 
dled by a committee of the Birming- 
ham Association composed of O. H. 
Smith, H. B. Thomason and R. E. 
O’Dell. The building was recently com- 
pleted at a cost of $4,000,000 and is 
rated as one of the most modern coun- 
ty buildings in the country. The in- 
surance was written on a rate of 
0.3875 for a period of three years. 
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Trading Post For 
19,000,000 
People 

























1858. Kansas City is a frontier town, a trading post of 700 people. Thousands of pioneers passed 
through the gates of the new empire on their way westward. Thousands stayed. People who intended to travel VIA 
Kansas City, made it their destination. The city grew and prospered. Soon the prominence of Kansas City as a trad- 
ing post foreshadowed its destiny as the logical source of supply of the great Southwest. 


1931. The new city that was founded 
as a trading post now ‘serves a trading population of 
19 million people in 14 states. The buying area of 
Kansas City today contains one-sixth of the nation’s 
population. 


Last year 138 million bushels of grain 
passed through this metropolis together with hundreds 
of thousands of animals for slaughter, and farm prod- 
ucts runnings into hundreds of millions of dollars. 
Transportation facilities of every sort carry these goods 
to consumers. Railroad lines radiate in every direc- 
tion. The stilled whistle of the Missouri River steam- 
boat soon is to be heard again. Modern highways 
reach out to every section. Regularly scheduled air 
lines speed above the old trails to every section of 
the territory. 




















Union Indemnity Company, a modern 
pioneer in the insurance industry, has long been a leader 
in the development of new insurance policies and new 
ideals of service. For years Union Indemnity Com- 
pany has maintained a Claim and Service Office here 
as the logical center convenieht to our great army of 

agents throughout the Southwest. We are keep- 





ing step, as Kansas City continues to pioneer. 


Courtesy of H. F Slaughier 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC 








Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 











EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS “ “ “ 100 MAIDEN LANE, NEW YORF 
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Special Mass. Session 
Makes No Progress 





Hope for Immediate Solution of 
Comulsory Law Ills Dims; 
Public Apathy Blamed 


Boston, Mass., Oct. 5.—Hope for the 
immediate solution of Massachusetts 
motor insurance problems is_ being 
dimmed by lack of interest. All ex- 
pectations that the special session of 
the legislature would proceed speedily 
to draft corrective measures for the 
ailments of the compulsory automobile 
insurance law has been practically 
abandoned by the lethargy of not only 
many of the legislators but by an al- 
most complete lack of interest on the 
part of the public. The first hearing 
on the matter brought out a full house, 
but since then the daily attendance has 
dwindled until on Thursday of last 
week the hearings had to be postponed 
to today (Monday). 

It now is apparent that the public 
has joined with Governor Ely in turn- 
ing complete responsibility for any re- 
vision of the law over to the Legis- 
lature. The legislators in turn appear 
to be willing to permit their associates 
to take complete credit for any possible 
solution. 

Two weeks along toward its goal, the 
session has brought not a single orig- 
inal thought from those who have dem- 
onstrated sufficient public interest to 
participate in the hearings before the 
committees grappling with the perplex- 
ing situation, insurance men complain. 

Greatest attention seems to be placed 
on the movement to have the zone sys- 
tem of rate making eliminated and a 
flat rate throughout the commonwealth 
substituted. No legislation now is re- 
quired for such a substitution because 
the insurance commissioner has the au- 
thority to determine whether he shall 
establish rates by zoning or by a stand- 
ard system. 

Any endeavor to force through legis- 
lation to deprive the insurance commis- 
sioner of his authority to establish 
zones seems to be doomed to failure 
because of the constant struggle for 
Supremacy between the rural and the 
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EUREKA CASUALTY RETIRES 


Directors of the Eureka Casualty 
Company of Los Angeles have decided 
to reinsure the outstanding fidelity and 
surety business of the company and 
retire from the insurance business en- 
tirely. It reinsured its automobile busi- 
ness on April 30 in the Consolidated 
Indemnity & Insurance Co. Vice-Pres- 
ident E. H. Craddock states that the 
depressed conditions and depreciation 
of investments are the chief reasons for 
deciding to liquidate the company. He 
has been retained to liquidate it and 
states that stockholders will receive the 
book value of their stock with a pos- 
sibility of even greater return. 


urban legislators. At present the legis- 
lators from outside the high rate zones 
in the cities have the balance of voting 
power. 

There seems to be sufficient senti- 
ment among the legislators to back the 
Governor in his proposals to compel 
claimants to give the insurance com- 
panies adequate notice of the filing of 
claims and the elimination of guest 
riders from the benefits of insurance 
protection. His proposals for a demerit 
system and for simple deductible clause 
policies have not received expected sup- 
port, and it is believed they will be 
stubbornly resisted. 

Suggestions that a board of control 
and rating be established to handle the 
entire subject have had many support- 
ers and something tangible may result, 
it is expected. Hope now has been 
placed on the appearance before the 
joint committee of representatives of 
the State chamber of commerce, the 
committee of city solicitors and town 
counsel, Frank A. Goodwin and Corpo- 
ration Counsel Samuel Silverman. 

Opinion among the legislators is so 
widely divided that it seems to be al- 
most impossible to expect that a ma- 
jority vote can be obtained for any 
of the remedies thus far advanced. 
The Governor, President Bacon and 
Speaker Saltonstall are opposed to the 
establishment of a commission to devote 
further study to the problem. Unless 
there is a complete turn-about in the 
situation, there is the possibility that 
nothing will be produced during the 
session. 





Liberty Surety Bond 
Merger Near End 


Liquidation to Be Voted Oct. 20; 
Assets Will Be Taken by 


Independence Indemnity 


Final steps for the purchase of the 
Liberty Surety Bond Insurance Com- 
pany of Trenton, N. J., by Carl M. 
Hansen and his associates have been 
completed, and it is expected that the 
assets of the company will be taken 
over by the Independence Indemnity 
Company of Philadelphia before the 
end of this month. Notice has been 
sent to the stockholders of the Liberty 
Surety Bond of a meeting to be held 
Oct. 20 to vote on liquidation. Since 
Mr. Hansen controls more than 70 per 
cent of the stock at this time, no 
opposition to his plans is possible. 

As soon as the liquidation of the 
Trenton company has been completed, 
its assets will pass to the Independence 
Indemnity. Negotiations were started 
for this merger with the Common- 
wealth Casualty as the dominant figure, 
but since then the Commonwealth has 
been merged with the Independence. 

Recently the Independence published 
a financial statement charging itself 
with all the liabilities of the Liberty 
Surety Bond without claiming the 
latter’s assets. As soon as these are 
received the Independence will show 
considerable more strength. 

The assets of the Independence In- 
demnity now amount to $13,849,587; the 
liabilities to $10,599,587, giving a sur- 
plus to policyholders of $3,250,000 of 
which $1,000,000 is capital and $2,250,- 
000 is net surplus. 


CARDIFF APPOINTED 


Appointment of William Cardiff as 
general agent for the Interstate Busi- 
ness Men’s Accident Company in Indian- 
apolis has been announced by J. L. 
Wikoff, State manager. Mr. Cardiff 
is an experienced accident and health 
underwriter, having been engaged in 
that work for several years in Cali- 
fornia. 
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Pittsburgh A. & H. Men 
Hold Meeting 





Organization, Now a Year Old, 
Has Increased Membership 
100 Per Cent in 1931 
(Special to THe SPpecraTorR) 

PITTSBURGH, PENNA., Oct. 3.— The 
Pittsburgh Accident and Health Insur- 
ance Managers Association held its 
first annual meeting in the Keystone 
Athletic Club Sept. 24, with an attend- 
ance of 80 per cent of its membership 
in addition to several out-of-town and 
local guests. 

The meeting was in the charge of the 
president, Lon C. Jeffrey, who addressed 
the meeting at considerable length on 
the subject of “Our First Year,” re- 
viewing the primary purpose for or- 
ganizing such an organization and the 
various functions, activities and re- 
sults accomplished during the first year 
of the organization’s existence. 

Mr. Jeffrey said that the organiza- 
tion had increased its membership 
more than 100 per cent from the time 
it started one year ago. He stressed 
the importance of establishing a public 
relations committee with a view of edu- 
cating the public as to the value and 
practicability of accident and health in- 
surance. 

Out-of-town guests and_ speakers 
were D. MacEwen, vice-president and 
superintendent of agencies of the Pa- 
cific Mutual Life Insurance Company, 
president of the Accident and Health 
Underwriters Conference; Fred G. Bur- 
goyne, assistant secretary and man- 
ager of the accident and health depart- 
ment, the Union Indemnity, and also 
president of the New York City Acci- 
dent and Health Insurance Managers 
Club. 

Mr. MacEwen spoke of the present 
and future situation in the accident and 
health business and the cooperative re- 


sults and benefit to be accomplished by ~ 


the continued activities of the national 
and local accident and health organ- 
izations. 

Mr. Burgoyne reviewed the activities 
of the New York Accident and Health 
Club with the results they had accom- 
plished in the betterment of the acci- 
dent and health situation in their met- 
ropolitan area. 

New officers for 1932 were elected as 
follows: President, C. W. Elton, branch 
manager, Connecticut General Life In- 
surance Company; vice-president, W. A. 
Hopkins, manager, accident and health 
department, Southern Surety Company 
of New York; secretary, A. C. Feagan, 
branch manager, Inter Ocean Casualty 
Company; treasurer, Frank P. Fletcher, 
Pennsylvania Underwriters Association. 

The retiring president, Lon C. Jef- 
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NAME IT AND YOU CAN 
HAVE IT—ROYAL POLICY 


Cuicaco, Oct. 5.— For novel 
surety bonds, London Lloyds does 
not have a thing on the Royal 
Indemnity. Witness the bond 
made out of the following in- 
gredients: a railroad culvert, 
some cows, a fearful farmer, and 
an appreciation of insurance. 

The Chicago, Milwaukee, St. 
Paul and Pacific installed some 
culverts 78 inches in diameter 
under its tracks, which size was 
estimated to be large enough to 
permit passage way of cows going 
from one field to the other. 
Though the culverts were 6 feet 
6 inches in diameter, the farmer 
asked what would happen if two 
cows should try to traverse the 
passage way at the same time, 
become wedged therein and die? 
He insisted upon such indemnity 
and went to J. C. Brown, Mil- 
waukee agent of the Royal. 

The answer was a bond in the 
sum of $500 given by the railroad 
in favor of the farmer and issued 
through the Chicago office of the 
Royal, and one more satisfied cus- 
tomer of the agency. 











frey, was unanimously elected a mem- 
ber of the board of directors for a pe- 
riod of three years. 

The newly elected president, C. W. 
Elton, revealed some splendid ideas in 
developing the usefulness of the or- 
ganization and plead for the continued 
cooperative spirit of the entire mem- 
bership in carrying out the continued 
object sought. 

The association has now fifty paid 
members, which membership represents 
80 per cent of the accident and health 
business being written and handled in 
the Pittsburgh metropolitan area. 


ACCIDENT REPORT 


HARTFORD, CONN.—The automobile 
accident death toll in the United States 
for the first eight months of this year 
is placed at more than 21,000 on the 
basis of reports received by the Trav- 
elers Insurance Company from State 
officials. This loss of life compares 
with more than 20,000 in the same pe- 
riod of last year and 18,500 in 1929. 
The indicated increase the first eight 
months of this year over the same 
period of last year is 5.6 per cent. 

Fatalities this year have averaged 
five more a day for the first eight 
months than during the same period of 
last year and ten more a day than in 
the same period for 1929. Fatalities 
thus far have averaged 87a day 








Golf Tourney Carried to 
Extra Round 





White Sulphur Prizes Decided 
After Engstrom Wins F. & D. 
Trophy in Third Day Playoff 


A good part of the attraction to the 
joint casualty conventions in White 
Sulphur Springs every year is the mam- 
moth golf tournament in which com- 
pany men, agents and guests battle for 
splendid trophies. This year John T. 
Harrison and Theodore A. Engstrom 
tied for the Fidelity and Deposit Com- 
pany of Maryland trophy which goes 
to the low gross player for two days. 
They also tied for second low gross on 
the first day. 

But even as in the national tourna- 
ments these ties eventually break down, 
and on the third day of competition 
Mr. Engstrom won and carried off the 
F. & D. trophy. Mr. Harrison took the 
prize for second low gross, winner for 
the first day of play. 

The other winners were as follows: 


LADIES’ FIRST DAY 
Low Gross—Miss Mildred Strickland 
Low Net—Mrs. Wilmot M. Smith 
Putting—Mrs. J. G. Yost 
MEN, F. & D. TROPHY 
Two Days, Low Gross—Theo. A. Engstrom 
FIRST DAY COMPANY TROPHY 
2nd Low Gross—-John T. Harrison 
Ist Low Net—wW. A. Edgar 
2nd Low Net—Kennedy R. Owen 
3rd Low Net—W. G. Curtis 
4th Low Net—George E. Turner 
COMPANY AND AGENT 
Gross—Company—Paul Rutherford 
Net—Agent—Henry McKeen 
AGENT TROPHY 
Ist Low Gross—George Blossom 
2nd Low Gross—Owen Mitchell 
2nd Low Net—Glenn Charlton 
3rd Low Net—T. E. Braniff 
4th Low Net—Milton Whited 
GUEST 
Low Net—Howard P. Dunham 
LADIES’ SECOND DAY 
Low Gross—Mrs. C. P. Daniel 
Low Net—Mrs. H. M. Lyon 
MEN, COMPANY 


Low 
Ist Low 


Ist Low Gross—Norman Hoag 
2nd Low Gross—James S. Bayless 
lst Low Net—P. M. Bowen 

2nd Low Net—H. P. Jackson 

3rd Low Net—Frank Sprague 
4th Low Net—A. Duncan Reid 

AGENT 

Ist Low Gross—Morton L. Jones 
2nd Low Gross—A. P. Smith 

lst Low Net—C. W. Olson, Jr. 
2nd Low Net—A. L. Abrahamson 
3rd Low Net—W. O. Wilson 

4th Low Net—F. D. Olmstead 


GUEST 
Low Net—C. Malone 
THIRD DAY, COMPANY 


lst Low Gross—R. H. Thompson 
2nd Low Gross— Wilmot Smith 


lst Low Net—W. L. Mooney 
2nd Low Net—F. X. Malley 

3rd Low Net—W. H. Brown 

AGENT 

lst Low Gross—Frank R. Bell 
2nd Low Gross—George L. Dyer 
lst Low Net—C. C. Gorsuch 
2nd Low Net—Harry B. Shea 
3rd Low Net—E. R. Ledbetter 





throughout the United States. The fa- 
talities for the last six months of this 
year are estimated at more than 20,000, 
as compared with 14,700 for the first 
six months. 
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Harold McKenna, President 
of Massachusetts Society 





London Guarantee & Accident 
Man Chosen at Thursday’s Elec- 
tion; Other Officers Chosen 


Boston, Oct. 2.—Harold A. McKenna, 
New England general agent of the 
London Guarantee & Accident Com- 
pany, Ltd., of England, with head- 
quarters in Boston, was elected presi- 
dent of the Insurance Society of 
Massachusetts at the annual election of 
the organization yesterday. 

The balance of the slate was as fol- 
lows: first vice-president, Kenneth H. 
Erskine, Boston manager of the Liver- 
pool & London & Globe Insurance Com- 
pany; second vice-president, Arthur 
J. Anderson, of O’Brion, Russell & 
Company; third vice-president, Arthur 
D. Cronin, of A. D. Cronin & Company; 
Frederick J. Devereaux, of Patterson, 
Wylde & Windeler; directors for two 
years, Frederick A. Bailey, of Field & 
Cowles; Clayton H. Clancy, of Hinckley 
& Woods; Robert A. Hogsett, of Travel- 
ers Insurance Company; William T. 
Jordan, of Fidelity & Guaranty Fire 
Corp.; Frank O. Sargent, of Employers 
Liability Corp.; director for one year, 
Warde Wilkins, of New England In- 
surance Exchange; trustee for three 
years, John J. Cornish, of Field & 
Cowles; auditors for one year, Edward 
A. Quain, of Globe Indemnity Com- 
pany; Leo M. Slattery, of Patterson, 
Wylde & Windeler; Roscoe W. Gould, 
of C. P. Woodbury & Co. 

The annual business meeting and 
banquet of the society was held last 
night at the University Club, when the 
newly elected President McKenna made 
his first appearance in that office. Fol- 
lowing the dinner Lieut-Col. Rudolph 
F. Whitelegg, of West Point, gave an 
interesting lecture. 

Mr. McKenna is a local man born at 
Hyde Park, Mass., 39 years ago. He 
was educated in the public schools of 
that town. Shortly after graduation 
he entered business along manufac- 
turing lines. In 1913 he became asso- 
ciated with the Massachusetts Em- 
ployees Insurance Association. Mr. Mc- 
Kenna remained with this company till 
the outbreak of the war in 1917 when he 
entered the naval branch of the service, 
attending the Naval Training School 
at Annapolis. He went overseas seeing 
active service as an ensign until 1919 
when he returned to America, going 
back to the Liberty Mutual Company, 
in its New York office. 

On May 1, 1921, he came with the 
London Guarantee & Accident Com- 
pany, Ltd., of England as its New 
England manager. 
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DELAWARE 
BUSINESS FOR 1930 


On page A-30 of the Casualty, Surety 


NATIONAL SURETY 


and Miscellaneous Insurance Year 
Book, 1931 edition, is presented the mis- 
cellaneous insurance by States for the 
State of Delaware. The business of 
the National Surety Company of New 
York was inadvertently omitted. The 
figures therefore which should have 
been included for the year 1930 are as 
follows: Fidelity premiums, $56,021; 
losses, $34,249; surety premiums, $13,- 
285; losses, $6,629; burglary and theft 
premiums $1,814; losses, $31; plate 
glass premiums, $87,000; losses none. 

On page A-144 of the same publica- 
tion under the section Burglary and 
Theft, the figures for the National 
Surety Company which were omitted 
should read as follows: Burglary and 
Theft premiums, $139,703; 
$43,963. 


losses, 


WHEELER TO ATTEND NATIONAL 
SAFETY CONGRESS 

William G. Wheeler, secretary of the 
Building Trades Employers’ Associa- 
tion of New York, will be a delegate 
at the Twentieth National Safety Con- 
gress and Exposition of the National 
Safety Council in Stevens Hotel, Chi- 
cago, Oct. 12-16. On Tuesday morning, 
Oct. 13, the construction section of 
which Mr. Wheeler is vice-chairman 
will hear papers read on “Construction 
Safety Insures Dividends,” “How the 
Insurance Company Looks at Accident 
Prevention,” and “Trench Construction 
Bracing.” A general discussion will 
follow each address. 





RUSH FOR DRIVERS’ LICENSES IN 
IOWA 


Des MOoINEs, Iowa, Oct. 5.—Antic- 
ipating a rush for a driver’s license 
when the new law takes effect Jan. 1, 
automobile owners and those who are 
not owners but want the privilege of 
driving, are being urged to make ap- 
plication for license to the county 
sheriff at once in order that a con- 
gested condition may be averted when 
the law becomes effective. Owners of 
automobiles are issued a license with- 
out expense, but drivers who do not 
own cars must pay a fee of 25 cents. 
The license is good for two years. 

A list of questions to be answered 
by the applicant contains one pertain- 
ing to insurance as follows: “Do you 
carry liability insurance?” This fol- 
lows the question, “Have you ever had 
an automobile accident resulting in 
property damage or personal injury?” 
All of the eleven questions to be an- 
swered pertain to the ability of the 
applicant to avoid accidents, such as 
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Hanly Urges I. A. C. to 
Support Safety Week 





National Bureau Publicity Direc- 
tor Explains Work of Conserva- 
tional Staff to Ad Men 


Toronto, ONT., Oct. 6.—Picturing 
the conservational work now being car- 
ried on by the National Bureau of 
Casualty and Surety Underwriters, 
Thomas B. Hanly, publicity director, 
briefly addressed the Insurance Adver- 
tising Conference here today. 

Mr. Hanly urged the conference to 
continue its efforts in behalf of safety, 
and to give its wholehearted support 
to the plans for a National Safety 
Week. “The success of any particular 
week, especially in the years of so many 
weeks, will depend not only upon the 
character of the sponsor, but in the last 
analysis it will be up to publicity to 
put it across. There must be novelty 
as well as diversity in the prelimi- 
naries if public interest is to be built 
up and sustained.” 

Mr. Hanly said that he believed the 
money spent by insurance companies 
for accident prevention and safety edu- 
cation either as individuals or through 
bureaus and organization ran well into 
millions of dollars annually. 

“Not even the most cynical can credit 
this expenditure of money solely to a 
selfish desire on the part of the com- 
panies to reduce losses,” Mr. Hanly 
declared. “If that were true they 
might well be accused of an enormous 
amount of wasted effort. <A _ safety 
campaign, however, is more like a radio 
broadcast; it cannot be projected in any 
definite direction. Once it leaves the 
sending station it spreads like an open- 
ing fan. Its benefits accrue therefore 
not only to the entire insurance busi- 
ness but to the whole community.” 

The speaker explained the increasing 
work of the National Bureau’s conser- 
vation staff, and told of Dr. Herbert 
Stack’s 10,000-mile tour this summer 
in which the doctor had addressed more 
than 19,000 people in the interest of 
safety. He also mentioned the fellow- 
ships established at Yale, Columbia, 
New York and Chicago Universities 
for safety research by the Bureau. 








ability to distinguish color; hearing; 
physical defects; highway signals and 
their uses; able to read the English 
language as to direction signs and 
warnings. The intent of the law is to 
hold over the head of the driver a 
threat that his license will be revoked 
if he violates any of the stipulations 
involved in answering the questions 
submitted. 
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KNOWLEDGE 


One of the natural results of 
many years of experience is a 
wealth of highly specialized knowl- 
edge. 

Our extensive organization, 
comprised of men possessing such 
knowledge, is prepared to serve 
agents and their clients, promptly 
and efficiently, before and after a 
loss occurs, anywhere on the North 
American Continent. 





AMERICAN SURETY GROUP 
AMERICAN SURETY COMPANY 
of New York 
(Organized 1884) 

Home Office: 


100 Broadway 
New York, N. Y. 


NEW YORK CASUALTY COMPANY 
(Organized 1890) 
Home Office: 
80 John Street 
New York, N. Y. 


CANADIAN SURETY COMPANY 
(Organized 1913) 
Home Office: 
Canada Permanent Bldg. 
Toronto, Canada 


CIA. MEXICANA DE GARANTIAS, 
S.A. 


(Organized 1913) 
Tacuba and Marconi Streets 
City of Mexico 


Mexico 


Fidelity and Surety Bonds—Casualty Insurance 


44 Branch Offices 18,000 Local 
in Principal Cities Representatives 


Maintaining Its 
Record of Progress 


Month after month, Guardian con- 
tinues to make gains in business | 
written— 
1930 six months—$1,273,485.17 
1931 six months—$1,425,439.69 


Assureds favor Guardian’s Participating 
Policies 


Agencies open in 18 States 


~ 


oe 
GUARDIANWICASUALTY 


COMPANY 


Owen B. Augspurger, President 


Home Office—Buffalo, N. Y. 























A DEPENDABLE GUIDE 














The Full Game Bag 


A DEPENDABLE guide assures the hunter a 
profitable days sport. A dependable Company 
assures the agent a volume business. 
COMMONWEALTH’S program covering field 
co-operation offers agents an unusual oppor- 
tunity for some profitable business. 

GO HUNTING for business with Common- 
wealth as your guide to ways and means that 
*‘bag’’ the big game. 


Independence Indemnity Company 
Commonwealth Division 


Philadelphia 


J. HORACE SHALE, President 
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BURDSALL WASHINGTON MAN- 
AGER FOR F. & C. 


Frank B. Burdsall has been ap- 
pointed resident manager of the Wash- 
ington, D. C., branch office of the 
Fidelity and Casualty Company. 

Since June, 1930, Mr. Burdsall has 
been manager of the bonding division 
of the Philadelphia office of the F. & C. 
and from 1912 until June of last year 
was manager of the Philadelphia 
branch of the Massachusetts Bonding 
& Insurance Co. 

Mr. Burdsall, who entered the cas- 
ualty and surety business in 1910, is 
ex-president of both the Casualty and 
Surety Underwriters’ Associations of 
Philadelphia, and has served as a direc- 
tor of the Insurance Federation of 
Pennsylvania. 

E. K. Legg, Jr., former manager of 
the Washington office of the Fidelity 
and Casualty Company, together with 
George A. Griffin, former assistant 
manager, now represent the F. & C. 
as general agents under the firm name 
of Legg, Griffin and Company, Inc. 


TRAVELERS BOOK STARTS STATE 
WIDE SAFETY MOVE IN OHIO 


Through the use of the portfolio- 
easel of illustrations upon automobile 
accidents which the Travelers supplied 
to Branches early in the summer and 
which has been used by many man- 
agers, agents, inspectors and others in 
talking on automobile accidents before 
luncheon clubs and other organizations, 
a rather unusual state-wide safety 
movement has started in Ohio. In a 
talk recently before the Rotary Club 
at Xenia, Ohio, Manager Harold A. 
Probst of Dayton expressed the belief 
that school teachers could contribute a 
great deal to the cause of safety by 
getting students to study the problem 
and so familiarize themselves with the 
subject that they could make talks 
upon it. He offered to loan the port- 
folio-easel to any school that wanted 
to take up the idea. 

The following Saturday morning the 
County Superintendent of Schools 
called at the Travelers office and ob- 
tained enough copies of the large book- 
let, “Worse Than War” to provide each 
school principal in his district. 

John Casad, agent of the Travelers 
at Springfield, Ohio, took up the idea 
and set it forth before the Lions Club 
in his home city and his suggestion has 
now assumed state-wide proportions. 
Explaining how the idea spread from 
that suggestion of Mr. Casad, Manager 
Probst says: 

“School teachers in Springfield met 
at the request of the City Superintend- 
ent Aug. 31 and listened to a review by 
Mr. Casad of this work called ‘Worse 
Than War.’ They will be requested to 
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WOHLGEMUTH ADDRESSES CAS- 
UALTY FIELD CLUB 

CuHicaGo, Oct. 6.—In the amazing 
statistics on deaths and injuries caused 
by automobiles annually, the casualty 
insurance agents have material for the 
development of a large field of new 
premiums, declared John Wohlgemuth, 
secretary and treasurer of the Na- 
tional Underwriter Company and editor 
the Casualty Insuror, at the first fall 
fall meeting of the Casualty Field Club 
of Illinois. 

Mr. Wohlgemuth quoted the figures 
compiled by the Travelers Insurance 
Company in its survey, “Worse than 
War,” showing that the automobile 
fatalities in eighteen months in the 
United States exceeded the total fatal- 
ities of the American Expeditionary 
Force in France in the eighteen months 
duration of the United States’ partic- 
ipation in the war. 

Mr. Wohlgemuth urged the field men 
to dramatize the material that has 
been prepared for them. 


LACK OF FUNDS TO HANDICAP 
INDIANA LAW ENFORCEMENT 


Frank Mayr, Jr., secretary of State 
of Indiana will be handicapped in 
enforcing the motorists’ responsibility 
act which became effective Oct. 1, 
because of failure of the Legislature to 
provide funds for the law’s administra- 
tion. The law is expected to put thou- 
sands of dollars of new business on the 
books of casualty underwriters of the 
State. 

James M. Ogden, attorney general, 
has issued opinions which held that the 
clerk of the printing board should not 
spend funds for printing forms used in 
connection with enforcement and an- 
other to Mr. Mayr holding that auto- 
mobile license fees and similar funds 
can not be used in connection with the 
act. 

Mr. Mayr said the act would be 
enforced as well as possible without 
funds. It provides that if a judgment 
of more than $100 is rendered against 
a motorist he must post a showing of 
financial responsibility with the secre- 
tary of State equal to $11,000 to be 
divided, $10,000 personal liability and 
$1,000 property damage. Failure to 
make such a showing will result in 
revocation of the driver’s license and 
his automobile license. 








devote a stated amount of time on 
each Friday afternoon of the school 
year to all classes, including high 
schools, on Accident Prevention work. 
The art department of the various 
schools have been requested to prepare 
charts which will be used by certain 
pupils assigned by the teacher, who 
are to be coached to give talks from 
the facts contained in the book.” 
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OWNERSHIP, 
ETC., 
REQUIRED BY THE ACT OF CONGRESS 


THE 
CIRCULATION, 


STATEMENT OF 
MANAGEMENT, 


OF AUGUST 24, 1912, 
Of Tue Spectator, published weekly at 
New York, N. Y., for October 1, 1931. 


State of New York ? 


7 , , $s. 

County of New York { 
Before me, a Notary Public in and for 
the State and county aforesaid, personally 


appeared Robert W. Blake, who, having 
been duly sworn according to law, deposes 
and says that he is the Treasurer of the 
Spectator Company, publisher of THE 
SpecTaTorR, and that the following — is, 
to the best of his knowledge and belief, a 
true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), 
ete., of the aforesaid publication for the 
date shown in the above caption, required 
by the Act of Aug. 24, 1912, embodied in 
Section 411, Postal Laws and Regulations, 
printed on the reverse of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, The 
Spectator Company, 243 West 39th St., 
New York; Editor, Thomas J. V. Cullen, 
243 West 39th St., New York; Managing 
Editor, None; Business Manager, Loughton 
T. Smith, 243 West 39th St., New York. 

2. That the owner is: (If owned by a 
corporation, its name and address must be 
stated and also immediately thereunder the 
names and addresses of stockholders owning 
or holding one per cent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must’ be given. If owned 
by a firm, company, or other unincorporated 
concern, its name and address, as well as 
those of each individual member, must be 
given.) ; 

American Business Publications, Inc., 239 
West 39th St.. New York (Stockholders of 
American Business Publications, Inc., own- 
ing in excess of one per cent) ; United Pub- 
lishers Corporation, 239 West 39th St., New 
York (Stockholders of the United Pub- 
lishers Corporation owning in excess of one 
per cent) ; United Business Publishers, Inc., 
239 West 39th St., New York (Stockholders 
«f United Business Publishers, Inc., owning 
in excess of one per cent); C. S. Baur, 
Flushing, L. IL, N. Y George H. Buzby, 
Philadelphia, Pa.: Anna B. Frank, Pleas- 
antville, N. Y¥.; Fritz J. Frank, Pleasant- 
ville, N. Y.; Lee, Higginson & Co. (Partner- 
ship), New York, N. Y.; C. A. Musselman, 
Philadelphia, Pa.;: A. C. Pearson, Montclair, 
N, Lelia C. Pearson, Montclair, N. J.; 
Frederic C. Stevens, 325 West End Ave., 
New York; (A)Frederic C. Stevens Co., 25 
Prospect Terrace, Montclair, N. J. 

Notre: (A)Stockholders of Frederic C. 
Stevens Co.; Velma S. Stevens, 325 West 
Ind Ave., New York; F. C. Stevens, Jr., 
325 West End Ave., New York; Velma I. 
Stevens, 325 West End Ave., New York: 
Frederic C. Stevens, 325 West End Ave., 
New York; Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortza- 
and other security holders owning or 


grees } 
holding one per cent or more of total 
amount of bonds, mortgages, or other 


securities are: (If there are none, so state.) 
American Business Publications. Inc., has 
no bonds nor mortgages outstandinz. 

4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company but also, in cases 
where the stockholders or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; also 
that the said two paragraphs contain 
statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and 
conditions under which stockholders and 
security holders who do not appear upon 
the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner; and this affiant 
has no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said stock, 
bonds, or other securities than as so stated 
by him. 

5. That the average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the six months 
preceding the date shown above is. (This 
information is required from daily publica- 
tions only.) 
RoBeRT W. BLAKE, 
(Signature of Treasurer of The 

Spectator Company) 

Sworn to and subscribed before me this 
25th day of September, 1931. 

[SEAL] Juuia C. H. ALLEN. 

Notary Public, New York County Clerk’s 
No. 170, Register’s No. 2A-131. Commis- 
sion expires March 30, 1932. 
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MILES M. DAWSON & SON 
CONSULTING 


ACTUARIES T. J. McCOMB 


500—5th Ave.—at 42nd Street 


NEW YORK CONSULTING ACTUARY The Second Supplement 
Colcord Bldg. Oklahoma City, Okla. to The Handy Guide, 1931 
WOODWARD, FONDILLER and RYAN The second supplement to The 


Handy Guide to Premium Rates, Ap- 
Consultants plications and Policies, 1931 edition, 
, P has been issued by The Spectator 
Actuarial, Accounting and FRANK M. SPEAKMAN ‘Yompany. This supplement contains 
new policy forms and premium rates 
Management Problems Consulting Actuary of the several companies, thus bring- 
90 John St. New York Associates roy The Handy Guide fully up to 
date. 
a ag ve min C. P. A. Copies of this supplement will_be 
E. P. Higgins supplied to those subscribers to The 
Handy Guide whose names appear 
THE BOURSE PHILADELPHIA on The Spectator Company’s books, 
at 35 cents each, while the price to 
DONALD F. CAMPBELL non-subscribers will be 50 cents. 
=e a fueeiemnente to the i. 
edition o he andy Guide will be 
CONSULTING ACTUARY furnished to subscribers to that book 


ALEXANDER C. GOOD for $1.00. 


Orders should be addressed to 


caseace CONSULTING ACTUARY THE SPECTATOR COMPANY 


807 Paul Brown Bldg. Posy of acy be engye og “vaeng ae 
St. Louis, Mo. 24: EST 39TH ST., New York, N. Y. 


Chicago Boston New Orleans 
and 800 Securities Bidg., Kansas City, Mo 
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JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
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Consulting Actuary . ° 
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Attention to 
Legal Reserve, Fraternal and Assessment natn at te tae ye 


Business— Pensions 
228 North La Salle Street, Chicage, Illinois and Underwriting 


Phone Franklin 6559 








This book contains everything a fire insurance man ought to know 
about Building Construction. 


e ° ° Purchase this book and watch your losses drop. In plain non-tech- 
Haight, Davis & Haight, Inc. nical language—all the mystery of this important part of the Business 
Consulting Actuaries is removed. 


FRANK J. HAIGHT, President 
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